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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


A PRELIMINARY STATEMENT 
The Company announces at the close of business December 31, 1922: 
PAID FOR INSURANCE IN FORCE WAS MORE THAN THAT ITS ADMITTED ASSETS AMOUNTED TO 


141 Million Dollars 21; Million Dollars 


WHICH IS AN INCREASE OF WHICH IS AN INCREASE OF 


5 Million Dollars 2 Million Dollars 


THAT ITS INCOME FOR THE YEAR 1922 WAS NEARLY CAPITAL. SURPLUS AND SPECIAL FUNDS OVER 


5 Million Dollars 3 Million Dollars 


SINCE ITS ORGANIZATION BA INOS Ire HAS PAID 
POLICYHOLDERS anv ruzin ICIARIES MORE THAN 


23 Million Dollars 
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SORRY, BUT MUST 
REJECT JOHN DOES 
APPLICATION— 

REASON, PHYSICAL 





te ~~ 
JOHN DOE'S N 
APPLICATION APPROVED, 
SUB-STANDARD RATES, 
POLICY MAILED TODAY 
RESERVE LOAN 
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WE WRITE | SUB-STANDARD RISKS =_— 





Arkansas 
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District Managers wanted in qi. 


E. A, Stanley, Mar. 


59 Donaghey Bids. prosperous open territory. 


Mississippi For om in Arkansas, W. Mo. 
W. D. Ratliff, Mgr. and E. Kan., Ohio and Mississippi W. Mo. and E. Kan. 
Jackson Mise” write our manager for your District. 
"Gen, Sk _— For District Agencies in other states, 
a write our home office. 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 
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J. W. Northrup, Mgr. 
512 Cham. of Com. 
Columbus, Ohio. 


E. J. Spencer, Mgr. 


1509 Waldheim Bldg. 
Kansas City, Mo. 


ESERVE LOAN LIFE 
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RAILROADS ARE LINKED 
WITH LIFE INSURANCE 


Asa S. Wing Explains Reasons 
for Dual Interest in Their 
Prosperity 


ASK COOPERATION OF ALL 


Tells Chamber of Commerce It Is in 
Excellent Position to Direct 
Public Favor 


NEW YORK, May 9.—Asa S. Wing, 
president of the Provident Mutual Life, 
presented a detailed account of the de- 
velopment of the railroads and life in- 
surance side by side and their dual inter- 
est in the prosperity of the great railroad 
business in an address given today be- 
fore the insurance session of the 
United States Chamber of Commerce in 
this city. Mr. Wing showed the relation- 
ship of these two great branches of busi- 
ness and stressed the actual public inter- 
est in the prosperity of the railroads, 
which has been overshadowed by legis- 
lation and adverse public comment. His 
suggestion was that the chambers of com- 
merce undertake a campaign of directing 
public opinion as it should go in appreciat- 
ing this great business. He said in part: 


Two Businesses Linked 


“The total investments in railroad se- 
curities now amount to over $20,000,000,000 
of which $1,885,000,000 are held by Amer- 
can life insurance companies, for ac- 
count of approximately 57,000,000 of our 
people. Not only, therefore, has every 
man, woman and child in this country a 
direct interest in the welfare of our rail- 
roads because of the service they render 
to each one personally as freight or pas- 
senger carriers, but more than one-half 
ot the population of the United States has 
capital invested in railroad securities, as 
members of life insurance companies. 

Thus closely are the interests and pros- 
Perity of these two great institutions of 
our country interwoven with the interests 
and Prosperity of all our people. 


Growth Phenomenal 


“In 1830 there were but 23 miles of 
railroad in use in this country, and al- 
though one life insurance company at 
least had been in existence since 1759 and 
others appeared shortly after, the amount 
of life insurance written or in force was 
comparatively insignificant. But by 1860, 
the Massachusetts insurance commission- 
ts report for that year states: ‘In no 
year since the business commenced in 
this country has it advanced so rapidly 
as im the one just closed. The 19 com- 
ay now making their returns to this 
7 show over 10,000 new policies is- 
the a more than $30,000,000 and 
— a amount insured by them ex- 
eof 50,000,000. The total assets of 
1860 Be my en companies amounted in 
invested “2,000,000, of which $256,000 were 
ieee in railroad securities. The life 
New Ya, companies doing business in 

ork that year showed total assets 





SEVERAL TOP NOTCHERS 
MASSACHUSETTS MUTUAL LIST 
Women Agents Who Wrote More Than 


$100,000 Each Last Year—Miss 
Easterbrooks Leads 





The Massachusetts Mutual Life had 
35 women agents that produced over 
$100,000 each of new insurance last year. 
Their total production was over $7,000,- 
000. The Detroit agency had five 
women on the list; Boston had fogr; 
Chicago, New York and St. Louis pfo- 
vided three; Atlanta, Cleveland and Pe- 
oria, Ill., each had two. The leader in 
production was Miss Clara B. Easter- 
brooks of Providence, R. I., who had 
112 applications, totalling $595,534. 
Marie H. Roberts of Columbus, O., had 
the largest number of applications, 157, 


totalling $560,230. The list of those 
writing over $100,000 each last year 
is as follows: 

Clara B. Easterbrooks, Prov- 

SOMOS nccccvcoccsensesscce 112 $595,534 
Marie H. Roberts, Columbus.157 560,230 
Georgia Emery, Detroit...... 91 325,977 
Alberta Allen, St. Louis...... 59 294,089 
Alma G. Robb, St. Louis..... 60 289,758 
Valentine R. Tate, Nashville. 44 287,083 
Flora E. Anderson, Boston... 83 250,171 
Annie M. F. Sherman, Boston. 73 244,380 
Catherine P. Lynch, Spring- 

Ti etcntebe sind ebande nes 66 237,500 
Lena L. Forrest, Detroit..... 36 236,607 
Rosetta M. Reynolds, San 

UENO ccocceecsvccceces 49 223,553 
Louise Hall, Boston......... 61 217,502 
Laura E. Heller, Cleveland... 59 203,712 
Marina M. Gardner, New York 18 197,500 
Olive Joy Wright, Cleveland. 63 195,997 
Marion H. McClench, Detroit. 32 178,827 
Sara Lewinson, New York... 30 172,255 
Jennie G. Cramer, New York. 24 158,500 
Kathleen L. Crabbe, Port- 

Bam, Me. ..ccccceseccesess 47 154,500 
Anna K. Putnam, Chicago... 28 147,550 
Saidee D. MacComas, Chicago 12 146,500 
Mary L. Mendenhall, Atlanta. 73 144,242 
Ruth L, Jeffers, Washington, 

| An cheba tedatesenhos60>* 83 136,715 
Jane Matson, Detroit........ 50 134,987 
Laura E. Babcock, Chicago.. 31 133,117 
Bessie F. Carpenter, Detroit. 57 130,581 
Nancy M. Bakewell, St. Louis 15 129,000 
Beatrice A. Manning, Albany. 22 128,285 
Mary O. Conver, Peoria...... 71 124,289 
Margaret B. Gillett, Rochester 21 122,404 
Carrie O. Oyer, Syracuse.... 39 120,505 
Emma J. Smith, Boston...... 39 116,243 
Elizabeth Hames, Atlanta.... 53 113,613 
Olive Casey, Denver......... 35 104,304 
Hannah E. Coughlin, Peoria. 28 102,316 








amounting to $27,000,000 of which $353,- 
000 were invested in railroad bonds and 
stocks. 

“By 1860 the railroad mileage in this 
country had increased from the 23 miles 
reported in use in 1830 to 30,626 miles. 

Shifting of Interest 


“We find that the railroad mileage in 
this country between 1860 and 1917 in- 


creased from 30,626 to 253,626 miles, a | 





total increase of 223,000 miles or an av-| 
erage increase of 3,912 miles for each ot | 
the 57 years, varying from an average | 


increase per annum of 7,121 miles from 
1880 to 1890 to an average decrease per 
annum of 395 miles from’ 1917 to 1921. 
In 1917 the highest mileage was reached, 
and during the succeeding four years more 
than 1,500 miles of railroad were aban- 
doned in excess of new mileage added, so 
that the total mileage shown at the close 
of 1921 was 61 miles less than that re- 
ported for 1914. 

“The capital stock of the railroads in- 
creased for each period from $2,708,000,000 





INCREASE IN BUSINESS 


REPORT OF RESEARCH BUREAU 


Survey for the First Quarter of the 
Year Shows 119 Percent for 
Entire Country 


NEW YORK, May 8.—The report of 
the Life Insurance Sales Research Bu- 
reau giving a survey of life insurance 
sales for March and for the first three 
months of the year was recently issued, 
and gives an interesting sidelight on the 
condition of 


d of life insurance in various 
sections. 
Covering the United States as a 


whole, the survey shows that the ratio 
of March, 1923, business to that of 
March, 1922, was 122 percent. For the 
first quarter of the year, the ratio as 
compared with a year ago was 119 per- 
cent. The 48 companies reported $524,- 
206,000 in business. In the northern 
states the ratio for March was 120 per- 
cent, for the quarter 112 percent. For 
the middle Atlantic states the March 
ratio was 119 percent, and the first quar- 
ter 120 percent. The southern states, 
which include the south from Virginia 
to Louisiana, showed a ratio of 135 
percent for March, and 128 percent for 
the quarter. This is the highest in- 
crease shown in any section of the 
country. 


Situation in Central West 


The central states show an increase 
of 128 percent for March, and of 119 
percent for the quarter. West central 
states, including Missouri, lowa, Minne- 
sota, North Dakota, South Dakota, Ne- 
braska and Kansas, showed 108 percent 
for the month and 113 percent for the 
quarter. The southwestern states, in- 
cluding Oklahoma, Texas, New Mexico 
and Arizona, show 124 percent for the 
month, and 125 percent for the quarter. 
The western states, including Colorado, 
Wyoming, Montana, Idaho, Utah and 
Nevada, show 125 percent for March 
and 111 percent for the quarter. The 
Pacific coast states show 125 percent 
for the month of March and 113 percent 
for the quarter. 


Figures Given for States 


Figures for each state are given in the 
report. Some of the states are of spe- 
cial interest. Only a few states showed 
a decrease. The Utah ratio in March 
as compared with March of a year ago 
was 85 percent, and 96 percent for the 
first quarter as compared with the first 
quarter of a year ago. New Jersey 
shows that 83 percent of the 1922 record 
was written in 1923 for March, and 95 


percent for the quarter. Wisconsin 
shows 99 percent. 
in 1880 to $9,003,000,000 in 1917 or an 


average of $137,000,000 for each of thé 
37 years; and the capital stock decreased 
at the average rate of $16,425,000 for each 
of the succeeding four years. 

“The bonded debt of the railroads in- 
creased at the average rate of $222,000,000 
for each of the 37 years from 1880 to 
1917, in the succeeding two years it de- 
creased $105,000,000 and it increased over 
$598,000,000 in 1920 and nearly $165,000,- 
000 in 1921. 

(CONTINUED ON PAGE 28) 





CALLS LIFE INSURANCE 
THE GREAT STABILIZER 


President Crocker of John Han- 
cock Was Pennsylvania Fed- 
eration Speaker 


TWO GREAT FORCES WORK 


Distribution to Denendents and Build- 
ing of Great Asset Funds Make 
It Economic Factor 


READING, PA., May 10.—President 
Walton L. Crocker of the John Hancock 
Mutual Life, the 
annual meeting of the Pennsylvania Fed 


in his address before 


eration today in this city, gave an in- 
spirational explanation of life insurance as 
the He cited 


economic stabilizer. 


great 





WALTON L, CROCKER 
President John Hancock Mutual Life 


the two great forces of distribution to 
dependents and distribution of investment 
funds as the most important factors in 
creating a position of eminence for the 
profession and called upon all connected 
with the business to maintain the position 
now held through building the character 
of those in it. Mr. Crocker said in part 


Ix the Great Stabilizer 


“An institution made up of 50,000,000 
people (which is the latest conservative 
estimate number of policyholders in the 
life companies of the United States and 
Canada) on whom an aggregate insurance 
of more than $50,000,000,000 is carried, and 
to secure which there is owned and held 
in trust on their behalf by the several 
companies property valued at nearly $9,- 
000,000,000, is entitled to the rank of a 
definite and distinct economic force. Both 
its genius and its size make it the ‘great 
stabilizer.’ 

“When we look for the way in which 
the stabilizing force is exerted, we see, 
first and most obvious, its primary dis- 
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tribution to dependents of some part of 
the money value of human life which has 
ceased; and, second, the great widely 
owned and stable capital fund represented 
by the aggregate assets created and being 
created for distribution. 

“Life insurance, in its localized mean- 
ing, is very truly named. It secures the 
value of life’s product, its financial worth, 
or some part of it, to beneficiaries needing 
the protection of the product; to some 
one who staked her faith on the continued 
being of an actual producer; to some one 
who ventured his fortune on the strength, 
skill, and continued life of a captain of 
industry; and who, save for life insur- 
ance, must fall when the dreadful indefi- 
nite hour strikes for him on whom they 
leaned. 

“So it is well termed. To the extent 
that life stands for the material things 
produced by human activity, just so far 
is their assurance in truth the insurance 
of life itself. The sum involved is im- 
material so far as this point is concerned, 
for the same principle resides in the large 
and the small insurance alike. 


Is Distributive Factor 


“We see it then as a distributive fac- 
tor; an agency devoted to the readjust- 
ment of losses which death creates; to 
the filling of a succession of financial 
voids; a veritable economic gyroscope in 
our nation’s life. In 1922 alone there was 
paid out for death claims by the com- 
panies of the United States and Canada 
the sum of $400,000,000 approximately. 

“Without this timely aid, what would 
our society have done? Any one may ask 
the question and any one may make his 
own answer; but you and I know the bulk 
of this great sum would have been lost 
to the people who needed its protection 
and service. Some one else would have 
had it; and the peculiar misery which 
comes to the unprovided family when the 
bread-winner goes out would have come 
home with unmistakable emphasis to so- 
ciety. So the service is real. 

“Hence it is that we derive from the 
very soul of the system itself its other 
title, ‘preserver of estate values.’ Looked 
at from whatever side you wish, its pur- 
pose is always to make sure, to make safe, 
to stabilize individual effort through co- 
operation of a mass of individuals. 


Question of State Insurance 


“This course of thought leads inevitably 
to the suggestion as to why, then, the sys- 
tem should not be reduced to simplest 
terms? Why, it has been asked, would it 
not be better to make the whole thing 
nation-wide, as a function of government? 
Why, indeed, some have said, should it 
not be made compulsory all through? 
There are those who would like to see 
it this way, for their own good reasons; 
others because they think always in terms 
of the commune and are sincere in that. 

“Well, my masters, if you would pass 
over the ownership and operation of every 
form of the business of our people to the 
politicians, you would naturally do just 
that thing with the subject in hand. But, 
eventually, you would pass over your in- 
dividual liberty with it. The end of that 
course is the commune. And the com- 
mune, as we have already more than once 
seen in history, is inevitably a dictator- 
ship, cruel and bloody, whose only beauty 
is the iridescent glow in the distorted 
imaginations of its fanatical devotees, and 
where life, liberty, and the pursuit of 
happiness are at the autocratic disposal 
of the cut-throats who reign for the 
time being. 

Insurance Typifies Freedom 


“The fact is that the institution of in- 
surance as practiced in our land is typical 
of a free people, of a nation of high moral 
fiber. It is a recognition of the virtues 
and an avoidance of the vices that re- 
side in mass effect of any kind. 

“It is an expedient of free men who 
voluntarily, for their own benefit, share 
membership in an economic organization 
in order that personal independence and 
self-respect may be secured side by side 
with the benefit of organized cooperation. 
So long as the system is thus maintained, 
under the proper protection and super- 
vision of the political body, it will con- 





Columbus Mutual’s New Home Office Building 





HE 16-story skyscraper which has 
"T teen acquired by the Columbus Mu- 

tual Life is the tallest building in 
Columbus, O. It is located opposite the 
state house and within 50 feet from 
what is claimed to be the fifth busiest 
corner in America. The property known 
as 8 East Broad street is one of the 
handsomest office structures in the 
capital city. 

The Columbus Mutual will soon be 
compelled to vacate its present home 
office at 580 East Broad street on ac- 
count of lack of space. Its growth 
during the last three or four years has 
rendered its present quarters inadequate. 
The Columbus Mutual moved from 
rented space down town to its present 
location in the residential section eight 
years ago. The wisdom of this move 
has been demonstrat.d by the low fixed 
interest charge it has had to meet on its 
investment as contrasted with rapidly 
advancing rentals and by the fact that 
its present home office can now be sold 
for three times its original cost. It is 
thought that the present investment will 
prove equally as fortunate. 

* * 


The Coiumbus Mutual was organized 
in 1908 by its president, C. W. Brandon 
and has never gone through any of the 
reorganizations which have marred the 
early history of some life companies. 

Its vice-president and medical direc- 
tor, Dr. W. B. Carpenter; its treasurer, 
S. A. Hoskins, and its counsel, J. M. 





. 


Sheets, have been connected with the 
cempany from its beginning and its 
secretary and actuary, D. E. Ball, has 
been with the company since it was 
three years old. 

The company commenced paying divi- 
dends to stockholders when it was only 
three and one-half years old and has 
maintained a 10 percent dividend basis 
since that time. In addition to this it 
has returned to stockholders every dol- 
iar of premium on stock which was 
originally paid in so that its entire pres- 
ent surplus represents earnings from 
the business. The fact that the cost at 
death of Columbus Mutual policies com- 
pares favorably with that of the lowest 
cost companies in the United States 
makes this unusual showing all the more 
remarkable. 

. * + 

The Columbus Mutual has a capital 
stock of $500,000 and approximately 
$50,000,000 of insurance in force at the 
present time. It is issuing new busi- 
ness at the rate of $25,000,000 a year. 
The Columbus Mutual was one of the 
very few companies which was able to 
maintain its dividend schedule  un- 
changed through the war, the “flu,” the 
era of high prices and the hard times 
which followed. The company has con- 
sistently experienced a remarkably low 
rate of mortality and a persistence of 
business and low acquisition cost which 
speaks volumes for the wisdom and 
conservatism of its management. 








tinue to serve its best purpose. Merge 
it with the political structure and you 
will have ruined its usefulness and will 
have taken one great step towards political 
and personal slavery. 

“All life is competitive, and so is in- 
surance. By competition we strike the 
fire of constructive genius, find the way 
of new service, make straighter the path 
of practice; provoke emulation of that 
which is worthy. No other institution of 
wide public service is more flexible and 
instant in its response to public need and 
demand. The very multiplicity of com- 
panies helps to make it so. Take them 
away, merge them in one, and all incentive 
for growth and progress is destroyed in 
that line. 


Second Stabilizing Force 


“The second element in the stabilizing 
process we see in the asset fund, prob- 
ably $9,000,000,000 at this writing. 

“What would be the effect, think you, 
upon the investment market of our coun- 
try were this vast sum to be withdrawn 








and wasted and dissipated in one way or 
another for trifles, vanities, or luxuries? 

“This money is the saved-up labor of 
hand and brain. It is capital owned by 
people comprising nearly one-half of our 
entire population. It is composed prin- 
cipally of reserves upon their policies. 
The policyholders have contributed 
nearly all of it. They have saved it, and 
the vast bulk of it is theirs. 

“It is active money, reputably, honor- 
ably, and usefully employed in helping 
to grow our food; bring it to us, build 
our buildings, run our various govern- 
ments, light our streets and houses, and 
in a hundred ways aiding and promoting 
the welfare of, the nation. 

“We may well believe it possible that, 
save for the existence of the life in- 
surance companies, but a small portion 
of this great fund would ever find its 
way into the channels of thrift and use- 
fulness. 

Basis Is Conservatism 


“The nature of life insurance, with 
its long-term obligation (oftentimes 
going beyond two generations) no less 

(CONTINUED ON PAGE 28) 





HEARING LASTS WEEK 
SEEK TO LEARN STOCK VALUE 


Question of Tax Basis on Union Central 
Stock Is Up in Probate Court 
at Cincinnati 


Attorneys for the Ohio State tax com- 
mission have been taking testimony all 
the week before Probate Judge William 
Lueders of Cincinnati in the hearing on 
the application by the state to increase 
the inheritance tax value of the Union 
Central Life stock in the estates of the 
late Jesse R. Clark and Mrs. Eliza Sage 
from $25 to $60 a share or more. The 
attempt is being made to show that the 
stockholders really own the $5,000,000 
participating surplus of the company 
and that they “may take possession of 
this over night by declaring a stock 
dividend.” Many misstatements are be- 
ing made regarding this matter, one of 
which, for instance, is that 10 percent 
dividend is now being paid on the stock, 
whereas the actual amount is 6 percent. 

Cannot Take Surplus 


The contention of the attorneys of the 
two estates is that even legally the 
stockholders could not increase the 
capital out of participating surplus or 
declare it in any way because at least 
one-half the business of the company 
now on the books was written since the 
by-law providing for the present method 
of declaring dividends was passed and 
that this by-law is virtually and legally 
a condition of the policy contract. 

No decision in the case has yet been 
rendered but there appears to be no 
question that the stockholders cannot 
legally take any of the participating 
surplus and there is, of course, no in- 
tention on their part of doing so. 


Won’t Affect Participating Business 


Policyholders and agents need have 
no fear that participating surplus will 
be diverted to the stockholders or that 
more than 6 percent will be paid on 
the present stock other than provided 
by the existing by-laws. As the capital 
stock is earning virtually 6 percent as 
invested, the dividends are not a charge 
on the participating business. 


BRIGGS HEARING POSTPONED 


Inspector of Agencies of New York 
Life Involved in Kresge Case 
Before Department 


NEW YORK, May 9.—The New 
York insurance department hearing re- 
garding the license of J. E. Briggs, in- 
spector of agencies for the New York 
Life, who was acting as the agent ™ 
the famous Kresge case, has been post- 
poned -until May 15. Mr. Briggs was 
brought in on the Kresge case by Wal- 
lace Scott, a New York stock broker, 
who was attempting to place a $5,000,- 
000 policy for S. Kresge of Detroit, the 
ten-cent store magnate, and when the 
New York Life Underwriters Associa- 
tion stepped in to show that Mr. Scott 
was obtaining license to handle a single 
case the matter was dropped. Mr. 
Briggs was also condemned for attempt: 
ing to place insurance in non-admitte 
companies. 


Fiske in Service 50 Years 
Commemorating the 50th anniversary 
of President Haley Fiske’s association 
with the Metropolitan Life a surpris¢ 
luncheon was given him Tuesday , bY 
representatives of the comnany s . 
organization. As spokesman for the 
28.000 employes of the Metropolitan, 
Manager Peter J. Kraus of Chicago Dry 
sented a solid gold gift for Mr. Fiske 
table. It was on May 8, 1873, that ? ‘ 
Fiske entered the law department “ 
the company, later becoming a” — 
tive and upon the death o! John RF. 
Hegeman being chosen president. 
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OUTSIDE COMPANIES 
NOT LIKELY TO COME 


New York Officials Do Not An- 
ticipate Many Entrants 
to State 


EXPENSE LIMIT IS BAR 


No Relief Is Granted in Amount That 
Can Be Paid for New 
Business 


NEW YORK, May 8.—The New York 
modified preliminary term law which was 
enacted by the legislature will have little 
effect on the insurance companies either 
in or out of New York state, according to 
some company officials here. The only 
thing accomplished by the enactment of 
the law is the elimination of the possi- 
bility of unfair competition on the part 
of representatives of New York com- 
panies, who have been accused in the past 
in competition with stating that prelimin- 
ary term companies could not obtain ad- 
mittance to New York state. The law, 
however, grants no relief to New York 
concerns which might want to change 
over to the preliminary term plan nor 
does it make it attractive for outside com- 
panies to enter New York state so far as 
acquisition cost is concerned. 


Expense Limitation Stands 


The reason for the failure of the law to 
accomplish anything is the fact that the 
old New York expense limit stands. In 
figuring expenses no more is released for 
that item. In other words, the only effect 
of the application of the preliminary term 
plan by a company in New York would 
be to enable it to show a little more sur- 
plus. This surplus could not be used in 
the development of business. 

The effect of the New York expense 
limitation on a comparatively small com- 
pany is shown by the experience of one 
such concern. This company made a 
clear profit last year of $300,000. It is 
nevertheless unable under the laws of New 
York to increase its agency expenditures 
$25,000 in order to establish new connec- 
tions, 


Two Expense Limitation Provisions 


There are two expense limitations pro- 
vided in the New York life insurance law. 
One of them says that the total of com- 
missions, advances (if any), medical fees, 
and inspection fees, shall not exceed the 
loading and mortality savings on first year 
business. The second requires that the 
entire expense on old and new business 
and of conducting the company must not 
exceed the loading on all premiums and 
the mortality savings on new business. 
The big point is that although the com- 
Panties may adopt the preliminary term 
plan now if they desire to do so in figur- 
ing their expenses they must continue to 
calculate on the old basis. Therefore, they 
are in exactly the same position as before 
m regard to expense. According to New 
York life insurance men it has been the 
expense limitation and not the reserve 
that has made the New York law a re- 
‘ardant to other companies coming here. 


Would Need to Revise Scale 


It is said that a few western companies 
-‘y either applied or are expected to ap- 
Dly for admission to New York state. It 
's the opinion of one New York com- 
<4 official that the officers of any west- 
I company with a well established 
mg force would be foolish to enter 
ork and revise their entire system 
© comply with the law. 
we 1 company actuary said that if a 
~¢W York company were hard pressed on 





it — and wished ‘to -obtain relief 
ee instead of adopting the new 
» Switch over to the select and ulti- 


ILLINOIS LIFE BILLS 


PROGRESS BEING OBSERVED 





One Regulates Collection of Premium 
Where Loan Has Been 
Made on Policy 





Life company officials are watching 
the progress of House Bills 365 and 631, 
which were introduced in the Illinois 
legislature a short time ago. House 
bill 365 is an act to regulate the charg- 
ing and collecting of premiums by life 
companies. It provides: “It shall be 
unlawful for any life insurance company 
authorized to do business in the state of 
Illinois, its directors, officers, agents or 
solicitors, to charge or collect any pre- 
mium for the full amount of any life 
insurance policy upon the life of any 
resident of the state of Illinois in any 
instance where a loan has been made 
by the insured upon such policy; but 
in any instance where a loan has been 
made by the insured upon such policy, 
the total premium that shall be collected 
by any such life insurance company, its 
Girectors, officers, agents or solicitors, in 
the state of Illinois, shall not exceed the 
— charged for the amount at 
risk. 

It further provides that if premiums 
are paid in installments, it shall be un- 
lawful for a company to collect a larger 
amount than the annual premiums plus 
interest upon such installments at the 
rate of 6 percent. 

House bill No. 631 provides for an 
amendment of the sixth paragraph of 
section 1 of the standard provisions act. 
It stipulates that 30 days’ grace in the 
payment of premiums must be allowed 
by every company, and that if the in- 
sured dies within the month of grace the 
unpaid premium for the current year 
may be deducted in any settlement 
under the policy. It establishes an in- 
contestability period of two years. It 
provides for a number -of other changes 
in the routine handling of the business, 
which are not regarded as important by 
Illinois life company officials. 








mate mortality table. This would grant 
the necessary relief and would not incur 
the difficulty which would be experienced 
if the preliminary term plan were adopted. 
To adopt the modified preliminary term 
plan would necessitate changing of all pol- 
icy contracts on old as well as on new 
business. 


Would Use Preliminary Plan 


This same official said that if he were 
starting a new company in New York he 
would adopt the preliminary term plan. 
Such a company would have almost alto- 
gether new business which is where the 
relief of the preliminary term plan is 
evidenced. 

It is not expected that outside pre- 
liminary term companies will come into 
New York at present. There would be 
little to gain and a lot to lose by the 
change. Mortality reserves under anv 
table in use are certainly sufficient accord- 
ing to all authorities and are perhaps 
more than sufficient. These companies 
would gain nothing in safety by coming 
into New York and would limit their 
development possibilities by coming un- 
der the New York expense limitation. 
The effect of the new law, of course, 
will encourage the promotion of new com- 
panies in this state. Undoubtedly the 
new bie reinsurance company to be headed 
bv L. M. Cathles will take advantage of 
the preliminary term basis. 





Made Consulting Medical Director 


Dr. Roger S. Morris. professor of in- 
ternal medicine in the Universitv of Cin- 
cinnati. has been elected consulting med- 


ical director’ of the Ohio National Life. 
Dr. Morris’ connection with the Ohio Na- 
tional is purely in a consulting capacity 
and will not interfere with his university 
work. He is a consultant and diagnos- 





tician of prominence. 


NEW BANK GROUP PLAN 


COVER NATIONALS IN KANSAS 


Would Include Small as Well as Large 
Banks if Four-Fifths of Those 
in a County Go In 


TOPEKA, KAN., May 8.—One of 
the largest group insurance contracts 
ever written has been prepared for the 
insurance of the employes and officers 
of all of the national banks in Kansas. 
There are 265 of these banks and there 
are about 2,000 employes and officers. 
The contract has been written by O. T. 
Cropper, general agent for the Aetna 
Life, and the business is to be handled 
direct through the office of W. W. Bow- 
man, secretary of the Kansas Bankers’ 
Association. 

The usual group system does not 
contemplate insurance for institutions 
with less that ten employes. This plan, 
made available to all national banks, 
will permit the little as well as the big 
banks to obtain the insurance if it is 
desired. By the terms of the contract 
the initial insurance is to be for $500 
for each employe and $1,000 for each 
officer of a bank. The bank may ar- 
range for a graduated scale of increases 
each year or there may be double the 
amount of insurance and the excess 
premium either paid by the bank or by 
the policyholder. The contract also 
provides that in case of total permanent 
disability the company is to pay the 
face of the policy and in the event an 
employe leaves a bank the insurance 
may be converted into some other form 
of insurance written by the Aetna. 


Require Four-Fifths in County 


The bankers association in hand- 
ling the business will permit every na- 
tional bank which is a member of the 
association to participate. No bank can 
obtain the insurance in any county un- 
less four-fifths of the national banks in 
that county agree to take the line. Mr. 
Bowman believes that the plan will be 
adopted by practically every county in 
the state which has national banks. 
There are many counties so small that 
national banks have not been organ- 
ized and there are numerous counties 
where there is only one national bank. 

The success of the plan with the na- 
tional banks during the next 18 months 
may result in extending the business 
widely, as the state banks may be au- 
thorized to come under the operation 
of the plan. It would require legisla- 
tive action to permit this. There are 
1,100 state banks and trust companies. 

Some national banks in the state 
have already taken out group insurance 
for their employes. The practice has 
never been general but the new plan 
will enable every national bank to par- 
ticipate. 





Great Republic Honors Railey 


W. H. Savage. vice-president of the 
Great Republic Life, announces that May 
has been designated “Railey Month,” in 
honor of .J. R. Railey, manager of the 
southwestern department at Dallas, Tex. 
Mr. Railey has been with the Great Re- 
public since 1919. Prior to that time he 
was connected with one of the big Texas 
life companies as a home office executive, 
which position he resigned to become the 
head of the southwestern department of 
the Great Republic, embracing Texas. 
Oklahoma and New Mexico. His field 
force is now writing new insurance at the 
rate of half a million a month. : 
Vice-President Savage states that his 
company is maintaining the rate of pro- 
duction of a million a month which was 
set as a mark for accomplishment at the 
beginning of the year, and that conditions 
generally are very satisfactory. 


General Agent F. A. MeArthur for the 
Continental Life of St. Louis at Butte, 
Mont., has recovered from his recent 
prolonged illness and in back in harness 








again. 


NEED CLOSER TOUCH 
WITH POLICYHOLDERS 


Superintendent Stoddard Gives 
Views Before Pennsylvania 
Federation Meeting 


OPPOSE STATE INSURANCE 


Says Life Business Is More Advanced 
—Fire and Casualty Need More 
Personal Work 





READING, PA., May 9.—Superin- 
tendent F. R. Stoddard, Jr., of New 
York, one of the speakers before the 
annual meeting of the Insurance Feder- 
ation of Pennsylvania at today’s ses- 
sion, spoke at length on the need for 
closer contact between company and 
insured in all lines of insurance. He said 
that this would prevent all further ten- 
dencies towards state insurance. He be- 
lieved it a necessity for future peace and 


growth in the business. Citing life in- 
surance as a branch of the business 
which had developed the idea exten- 
sively. he said that fire and casualty in- 
surance should follow similar tactics. 
Mr. Stoddard said in part: 


Is Humanizing Force 


The motto of the Insurance Federation 
of Pennsylvania is “Service, Co-opera- 
tion, Education, Protection.” This motto 
should make one realize the importance 
of insurance in the life of the average 
person. There {s no business that is 
closer to the welfare of the community 
than the insurance business. A person 
may be insured against the hapnening 
of almost anv and all harmful contingen- 
cies, and he has just cause to regard the 
insurance companies as his friends. 

I regret to say that there is not the 
friendly contact between the insurance 
companies and the insuring public that 
there should be. The insured, instead of 
looking unon the company as something 
in which he has a real personal interest, 
has more often looked upon it as a heart- 
less corporation. 


Need to Sell “Selves” 


I believe that the demands that have 
arisen for state insurance have been 
caused by the fact that the insured do 
not appreciate the fact that their com- 
panies are really trying to help them. To 
express the same thought a different 
way, the companies may have sold their 
policies to the public, but they have not 
succeeded in “selling themselves.” If 
the companies had “sold themselves” to 
their policyholders, there would be the 
utmost resentment when unjust attacks 
are made upon the companies. Unfor- 
tunately, when unjust attacks have been 
made, resentment has existed in but few 
instances. 

The reason why the insurance com- 
panies have not “sold themselves” to the 
public is that In almost all instances, 
the insured conducts his negotiations 
with a broker or an agent, and fre- 
quently does not know the name of the 
company in which he is insured. This fs, 
of course, not as it should be. The bet- 
ter type of brokers and agents have not 
seught to bring about this condition. 
They have urged their policvholders to 
read their policies, and to become ac- 
quainted with companies in which they 
are insured. 


Life Companies Established 


I am glad to say that the life insur- 
ance companies are making substantial 
progress towards getting closer to their 
policyholders. One life insurance com- 
pany boasts, with justifiable pride, that 
it has insured almost one-third of the 
residents of New York City, and that it 
has insured an equal proportion of the 
residents of other communities. Some 
of the life companies are furnishing free 
nursing service and complete medical. in- 
formation in the form of pamphlets to 
industrial policyholders, and have even 
gone to the extent of aiding municipal 
authorities in stamping out disease. 
Some companies are also furnishing free 
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medical examinations to their ordinary 
policyholders. This public service is 
bringing these life companies very close 
to their policyholders and the public. 
No longer is the life insurance company 
a heartless and soulless corporation, 
which is trying to oppress, but it appears 
to the policyholder as a sort of comfort 
in time of distress during the lifetime 
of the insured, as well as at time of 
death. 

If the life insurance companies con- 
tinue to pursue this course, there can, in 
my opinion, be no possibility of state life 
insurance. In life insurance, it is to the 
interest of the companies to have the in- 
sured remain alive, and it is equally to 
the interest of the insured that he shall 
live. The life insurance companies, 
therefore, are directly interested in main- 
taining the life and health of the com- 
munity, and every ground exists for their 
being very close to the lives of the people 
in every community. If the life insur- 
ance companies neglect their oportunity 
to get closer to the policyholder, it is 
their fault, for every reason exists for 
their taking a most prominent part in 
his life. The life insurance companies, 
as I have said, are beginning to appre- 
ciate their opportunities, and they and 
the insureds are getting closer together. 


Fire Business Different 


In the case of fire insurance, the situa- 
tion is less satisfactory for the reason 
that the ordinary policyholder accepts 
any policy given to him by his broker or 
his agent, without any investigation as 
to the company. Because of this fact, an 
unfortunate situation has arisen, and 
companies compete for business by offer- 
ing additional inducements to the middle- 
map rather than to the insured. I believe 
that one reason why the fire insurance 
companies are not closer to their in- 
sureds is the fact that they compete with 
each other by offering additional induce- 
ments to the insured’s agent—the broker 
—to place the insurance with them rather 
than by offering lower rates or increased 
service directly to the insured. I believe 
that in the fire insurance business the 
companies must, sooner or later, realize 
that the success of the business depends 
on the companies getting closer to their 
policyholders, so that policyholder will 
know in what company he is insured, and 
will appreciate that his company is 
doing the best it can to give him low 
rates and perfect service. In the last 
analysis, it is the policyholder who pays 
the bills, and it is the policyholder who 
is entitled to first consideration. 


Conditions in Casualty Field 


In casualty insurance the policyholder 
is more apt to know the name of the 
company in which he is insured, though, 
as in fire insurance, he is very apt to 
depend upon his broker or an agent. In 
casualty insurance, as in other lines, I 
believe that the companies should do 
what they can to get closer to the policy- 
holder. If casualty companies vie with 
each other in giving lower rates and in- 
creased service to policyholders, the 
policyholders will soon learn to appre- 
ciate the companies in which they are in- 
sured. It has been my experience that 
when people know each other, they are 
more apt to understand and less apt to 
think ill of each other. 


Need Closer Relationship 


When a policyholder looks upon the 
company in which he is insured as simply 
a corporation with which he has entered 
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HOW DID HE GET IT? 


INTEREST IN MISSOURI CASE 





Bank Defaulter, Suicide, With $2,100 
Salary, Had Insurance Requiring 
$20,000 Annual Premiums 





NEW YORK, May 8.—Several of 
the life companies of this city held pol- 
icies on Lonnie F. Gibbs, cashier of the 
Kirksville Trust Company, near St. 
Louis, who committed suicide a short 
time ago after it had been discovered 
that he had looted the financial institu- 
tion with which he had been identified 
to the extent of over $450,000. As the 
policies for the most part were for small 
amounts, and had been issued years ago, 
there was no question as to the liability 
of the companies and the amounts called 
for were paid promptly. 

What course will be pursued by the 
several offices reputed to have granted 
large policies to Mr. Gibbs in recent 
years, and on which present knowledge 
of his financial affairs did not warrant 
his paying premiums for such amounts, 
remains to be seen. Jt is understood 
that executives of the interested compa- 
nies have the matter under advisement, 
and will likely decide upon a course of 
action later. 

Surprise is expressed that a man with 
a salary of only $2.100 could procure 
insurance, the total premiums upon 
which it is understood were not less 
than $20.000 a year. The customary in- 
vestigations as to the man’s character 
and his business interests were made, 
and these were such as to induce the 
companies to issue their policies in large 
amounts. If, as is now charged, fraud- 
ulent answers were given to'the inauir- 
ies the companies would be justified in 
contesting payment upon that ground. 





into a contractual relation, he is more 
ant to think ill of it, if occasion arises, 
than if he knows personally the men who 
are the officers and emploves of that 
corporation and the men who represent 
it in the field. If the insurance com- 
panies of the country utilize their op- 
portunities, and gain the respect and 
confidence of their policvholders, no aei- 
tator can succeed in materiallv injuring 
the insurance business. In my oninion, 
the menace of state insurance will al- 
wavs be with us so long as the policy- 
holders do not know the companies in 
which they are insured. I have been in- 
formed that in England, for instance, 
the policvholder knows the company 
with which he is insured. Possibly sev- 
eral generations of his family have been 
nolicvholders in the same company and 
he continues with that company because 
of his implicit confidence in its repre- 
sentatives and business methods. Any 
new company trying to gain a foot- 
hold in England soon realizes the hold 
which the old companies have on their 





policyholders. When that era of good 


AVOIDABLE EXPENSES 


CAN ELIMINATE SOME ITEMS 





Recent General Agency Conference of 
the Franklin Life Brought Out 
Some Important Facts 





At the recent home office conference 
of the Franklin Life when the general 
agents were present being called in to 
discuss a number of questions with the 
officials, some interesting facts came to 
the surface. 

One of the points was the elimination 
of small expense items whose sum in 
the aggregate amounts to considerable. 
For instance, a rate book costs $1. The 
number of rate books issued by the 
home office exceeds many times the 
actual number needed in the field. 


Mistakes in Applications 


Another item of expense that can be 
avoided is the correction of mistakes on 
applications. The home office figures 
that the cost of correcting a mistake on 
an application is $2. H. Ragsdale, 
general agent at Waco, Tex., has suc- 
ceeded in eliminating 90 percent of such 
errors by requiring every application to 
be carefully scrutinized by a_ well- 
trained office employee before it is 
mailed. 

The policy department revealed some 
startling facts with reference to calcu- 
lations for special policies. Less than 
one policy out of 100 for which special 
calculations are requested by the agents 
is ever placed. The expense of making 
such special calculations is high. 


Lapses Are Discussed 


In discussing lapses it was found that 
a large proportion of such cases occur 
among policyholders who have insur- 
ance for only $1,000 and whose cash 
income seldom exceeds $500 a year. The 
principal offenders are those whose in- 
comes are variable, such as tenant farm- 
ers, 
crops. They take out insurance in a 
rood year and lapse it in a poor year. 
Where a policyholder’s income is cer- 
tain the lapse rate is considerably re- 
duced. 





feeling between policyholders and com- 
panies arrives with our companies, the 
danger of state insurance will be ended. 
We who come in contact with the insur- 
ance companies know that most of them 
are managed by officers and are repre- 
sented by agents who are really work- 
ing for the welfare of the policyholder, 
and for the welfare of the business gen- 
erally. The insurance business has noth- 
ing to conceal. It has everything to gain 
in making its policyholders appreciate 
the truth that the insurance companies 
as a whole are clean and are working 
for their interests. 








Figures From the Assessment 
(Compiled by Illinois Insurance Department) 


Losses and 


Companies 





Claims 
Including 
those 
Total Unadjusted Total 
Total Disburse- Admitted and Liabili- New now p=. In Force 
Income ments Assets Resisted ties Business In Force InTI In Til. 

Bankers Mutual, Freeport..$ 216.477 $ 215,426 $ 115.809 $ 24,346 $ 80,865 $3,380,500 $13, ses. 500 $1, 793, ‘00 $7,610,500 
Chicago Mutual, Chicago. 52,884 6,612 26,224 4,000 11,083 1,405,000 1,500 000 1,340,500 
Clover L. Mut., ‘Jacksonvilie _ 87,847 .149 ”)6—C eee | lees .400 ? 37. 600 $28°400 1,137,600 
Commercial Natl. — 2,094 2,085 -—” -66ed.ce ) cietals 26,000 by 000 26,0 26,000 
Drexel Mutual, Bs oe 2,135 83 eo 39,90 4,404 39, 44,404 
Globe Mutual, Chicago. .’... 613,624 370,912 520,985 11,437 26,957 5,674,612 18,387,638 5,674,612 18,387,638 
qusrantes? ed iquity, Ghi nicago 35,3 +4 ——- 8 8=—s_ a dees 18,161 09,000 1,268,500 509,000 1,268,500 
Hotel M. 41,0 7 3,112 6,000 81 93,600 1,156,80 26,400 136,800 
Illinois tty PT 2,017,184 1,335,26 2,938,519 98,550 162,301 26,499,000 104,883,609 5,081,529 42,139,565 
Merchants Reserve, apne 112,114 88,138 124,406 4,000 10,308 432,500 5,369,950 166,000 3,173,500 
Rochdale Tite, aw besee 224 69 irr 29 1,000 000 1,000 5,000 
Swed. Baptist: MAC go. 56,075 41,397 196,129 3,750 8,546 17,000 2,170,000 17,000 2,170,000 
awet Methodist Aid, chee. 89,227 62,713 | are ts / \. steie T) * eeeerree 2,549,810 

wed. Mis. Frnds. A., Chgo. 63,771 37,007 273,626 9,500 10,450 163,500 1,838,500 1§3,500 1,838,5 

eenion Life Indem., Chgo. 299,799 322,425 151,124 55,270 60,519 616,727 8,425,655 553,081 3,236.5 
Expressmen’s Mut. B., «- _ 723,872 66,31 1,672,659 16,050 1,337,032 6,261,500 25,337,304 917,500 3,763,000 
wo arantes Fund, Om aha... 2,672,414 1,683,601 5,952,911 567,151 1,512,438 29, 647, 000 143,395,500 2,066,500 5,894,500 
K. T. & onic, Cincinnati 2 14,835 558,741 36,0 36,530 000 ee ie 89,000 
National Life, s Moines. 1,357,869 959,646 1,974,480 54,679 609,669 16, $83. '500 72,896,500 1,068,000 5,758,000 
Weeads: os ses ciswevevorgess $8,699,511 $5,958,610 $14,855,006 $890,735 $3,842,190 $92,599,743 $413,330,770 $19,416,426 $101,169,409 


whose earnings depend on their - 
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Department Figures Give Standing 1SS 
Classes—Total Paid to State Was | Gi 
$775,704,989 
The preliminary report of the Illinoij 
insurance department on all companie URGI 
operating in Illinois shows total pai 
for new business in 1922 of $775,704,98 
in the state, there being $3,865,171,244 igshows 
force in the state as of Dec. 31, 1929 
Illinois companies paid for $69,302.40q ™&™ 
companies of other states paid for $701, 
196,720 and foreign states paid for $5, 
205,867. The leader among Illinois com 
panies was the Illinois Life with paifj ayy 
for business of $14,302,807, the Peorg ~ 
Life being second with $6,124,522. pommel 
Metropolitan Leads All sore t 
Of the outside companies the leader lubs h 
in ordinary business was the Metropo iew Ye 
itan with new business of $69,598,311, thas the ix 
New York Life being second with $57,841 fed 


757,242, the Equitable of New “York. 
third with $47,789,261 and the Mutu" 

Life of New York fourth with $40,063 mph saic 
486. In group business the leader wag pour 
the Aetna with $15,260,482, the Travfhootectic 
elers being second with $14, 414,009 andBnures 


the Equitable of New York third with hort fo 
$11,122,666. The leader in industrial ethor 
business was the Prudential with $588) puys 


375,962, the Metropolitan being second; the 








with $51,038,867. The Canada Life madg.....4 
a good showing, reporting new paidfcinn. | 
business of $3,556,250. The  paid-fors .-4, 
business of all companies writing ovegj «s —_ 
$3,000,000 new business in_ Illinois las or the p 
year, together with the insurance if ution t 
force, as follows: ay & 
Illinois Companies death mz 
Paid for In Fe ny mdir 
Continental ......... $3.180. 629 $7,075.62] bs ay 
Franklin Life ...... 5,408,588 37,312 nai 
Tllinois Life ........ 14,302,807  76,901,07) 
Mutual Life......Gr 1,269.700 1,2 How 
Mutual Life.....Ord 3.980.319 84 Pe 
Mutual Trust ....... 3,093,559  20.216,94 To th 
National Life ...... 5 ey 29,899.77lMisurance a 
Peoples Life ....Ind 027 400.224. may 
Peoples Life ....Ord 4, 119: 423 7,300.70 y 
Peoria Life ........ "124.522 38,055.899F0 do so 
Public Life ..... Ind '219:347  220.269MRt least 
Public Life ..... Ord 3,433,750 4,604,253 e. If 
Compznies of Other States f $3,000 
Aetna Life ...... Gr 15,260,482 35.916,91) 15,000, 
Aetna Life ..... Ord 12,404,699 64,821.79 “Amorj, 
Damkkere, IM, ..cccces 13,245,304 87,781, of of 70 
Columbian Nat...... 3.692.918 22,685,704 per 
Conn. Mutual ...... 5.562.935 40,311.37 only 1 
Equitable, N. Y...Gr 11,122,666 26.109.8iindicated | 
Equitable, N. Y. .Ord 47,789,261 173,998.33 ast thi 
Equitable, Ia. ...... 6,826,898 38. 924. 1 Ss 
International. Mo... 4,030,298 14,296,25HmENce issu 
John Hancock...Ind 6,183,363 34.604.9 Toperty j 
John Hancock..Ord 9,999,485 68.0412 8 only a 
Lincoln National.... 6.816.731 14,383.0 y 
Mass. Mutual ....... 22:026.402 97,642,20mpurn. Tt 
Metropolitan ....Gr_ 7.413.010 | 11.105.2230bf occupay 
Metropolitan .... Ind 51.038.867 245,438.! imself w: 
Metropolitan ...Ord 69,598,311 314,171 
Missouri State...Gr 502.850 1.0 " Adve 
Missouri State...Ord 8.331.905 26 one 
Mutual Benefit ..... 12.917.945 120.49 ee la ord 
Mutual Life, N. Y...40,063.486 243. 1 ord 
New England Mut.. 6.983,350 47 9 i" ome in 
New York Life...... :57.757.242 = 5 ee ould lea 
Northwestern Mut.. .30, 463, 837 270, se possible in 
Pacific Mutual ..... 3,344,635 20.2802 
Penn. Mutual ....... 11'120.013 74,524.09 shoul 
Provident Mut...... 5.309.952 26 oy Mount of 
Prudential ...... Gr 2,099,700 ete um to 
Prudential ...... Ind 58,375,962 286.95) gg m 
Prudential ..... Ord 42.614,659 226.2 serge ex 
State Mut., Mass.... 5,207,191 eT Us enabli 
Travelers ....... Gr 14,414 009 eget esiills, 
Travelers ...... Ord 29,807,507 108.8 ‘The w; 
Union Central ...... 10,462,466 71 389.7 _ the wi 
West. & South...Ind 5.933.668 SCE his 
West. & South..Ord 2,938,500 la onthly jj 
Foreign Companies plicy give 
Canada Life ........ 3,556,250 3.6715 ee 
1 
Recapitulation of Totals ete life ‘ 
THlinois companies. 69,302,402 529,706" Bie family 
ies of other -«7 749 
eo pemePaee 701,196,720 3.517, 743egmeumber of 
Foreign Co’s 5,205,867 17.72 € msured 
“So7e 704 089 $3,865,171 of ¢ 
Aggregate... .$775,704,989 er solutely 
It is interesting to note ay ear after 
Marion H. McClench of Detroit. - very one 
ter of President W. W. McCles est sag 
the company, produced $178. Manciers 
vear. nd profit 
th € difficy 
Ww. D. Van Pyke. president of ho is left 
Northwestern Mutual Life ster@enem Wis 
elected a director of the Rorthwe Me insy . 
Casualty & Surety of Milwau Ta 
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with pai] ATLANTA, GA., May 9.—A strong 
e Peori f lif . d 
29. rgument for life insurance was presente 


fore the General Federation of Women’s 
tubs here today by Miss Alice Lakey of 
‘ew York, publisher of “Insurance,” who 
is the insurance representative in the gen- 
al federation’s division of home econo- 
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18,311, thé 
with $57, 


oe mics, department of applied education. 
1 $40,063 re said: 
sader wai ‘Insurance in its final analysis means 
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protection of the home. Whether a man 
insures his life to provide financial sup- 
prt for his family after his death, 
whether he insures his house against fire, 
or buys protection through one or more 
ff the other .forms of insurance now 
issued to provide indemnity against 
rious kinds of losses, the ultimate effect 
of such insurance is felt in the home. 

“A man may carry ‘business insurance’ 
for the purpose of providing financial pro- 
ection to his business associates, so that 
he shock to the business through his 
death may be minimized, but directly or 


yt ay indirectly, this insurance usually serves 
se ei2siMes @ financial safeguard for the home. 
76,901,07 


1,268.70 How Much Should a Man Carry? 


209.216.9489 ‘To the question as to how much in- 
29,899.77lisurance a man should leave to his family 
symone May answer that, where it is possible 
r 0 do so, a man should leave in insurance 
220,28iRt least the equivalent of five years’ in- 


ome. If he has been receiving a salary 
tes f $3,000 a year, he should be insured for 
35,916,917 15,000, 


64.821. “America is insured only to the extent 
5 eas Me 0 per cent of its income for one year 
40,311.37er only 14 per cent of what it needs, as 
26,109.18Eindicated by the preceding estimate. Con- 
ag.94 iim’ this with the amount of fire insur- 
14,296,25qmence issued. Fully 82 per cent of the 
34,604.8broperty is insured against fire, yet there 
14.393." Olly a chance that a man’s house will 
97.642,23um. It may outlast several generations 
11.105.3°bf occupants, while it is certain the man 
a4 171) imself will die. 

‘a3 Advantage of Monthly Income 


245272 0 order to guarantee the family in- 
47.056.24ome in the event of his death a man 
hould leave as much of his insurance as 
“90:2484lpossible in the form of monthly income. 
74.524.5°%mele should, however, leave a_ certain 
mount of insurance to be paid in a lump 
286.933.219 um to meet immediate necessities, pay 
226.20 aap expenses, inheritance taxes, and 
36.32 ty enable the family to meet immediate 
71.080 “The wise man today is the man who 
26s’, his family safeguarded by a 

: onthly income policy. This form of 
my.) Sives them a certain fixed income 
3,671.9 ri cannot be lost nor dissipated by a 
als ‘ = in the value of invested funds. 
329,706.05, fa ‘ msurance company will pay to 
a vo of the insured, for the stated 

he 3 T of years, just as much income as 
a msured purchases. There is no ele- 
965,171.24 we of chance in this. Payments are 
Solutely certain. Month after month, 


‘8 
that vad after year, the cheaue comes in. 
Ciench hve One knows how difficult it is to 
a west safely a few thousand dollars. 


inane} . : - , 
bp have difficulty in finding safe 
J rettable investments. How much 
tM cult then must it be for a woman 
nt of 0 Is left with ; “ 
nas eben with insurance funds to invest 
yrthwester a ioe A monthly income insures 
kee Surance funds. Every normal hus- 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


SOOO 


CONSTRUCTIVE 
AND CREATIVE 


In the five years that the Grizzard System has been in operation 
in a number of leading cities, there has been no instance coming to 
our attention in which any company or agency or life insurance agent 
has been unfavorably affected by the operation of the Grizzard System. 
On the contrary, the great advertising campaign maintained by the 
Grizzard System has stimulated such interest in old-line legal reserve 
life insurance that we believe every agency and every company coming 
under its influence has been distinctly benefited. 


The opinion of many life insurance agents has been that their 
opportunities have been increased rather than diminished by the adver- 
tising of the Grizzard System, which constantly broadcasts and thereby 
popularizes the benefits of old-line legal reserve life insurance. Through 
its persistent publicity the market for life insurance has been widened, 
and its service has opened up the benefits of life insurance to people who 
otherwise might not have participated. 


The Grizzard System does not aim to “revolutionize” old-line life 
insurance agency practice. With its own resources it simply finances 
the annual premiums on new policies so that they may be paid monthly, 
and does this without affecting the relationship between the insurance 
company and the policyholder It functions as intermediary, thereby 
creating a large volume of business that otherwise would be lost to com- 
panies and beneficiaries alike. 


E Pluribus Unum 
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Pronounced Griz-~ard 


SYSTEM 











GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated _ OHIO, Incorporated 
Send for free Wrigley Bldg., Chicago 398 Euclid Ave., CLEVELAND 
copy of Radio GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
Address om Life |) MICHIGAN, Incorporated Metropolitan Bidg., AKRON 
Insurance by Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


James A. Griz 
og con GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Wrigley Bldg., Chicago 
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‘‘Nothing humbler than ambition 
when it is about to ‘climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 


That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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i 
“Very High-Grade” 


are the exact words of the ‘‘Best’’ authority 
when describing our agency force. The annual 
statements of any company merely reflect 
the composite character of the company’s 
representatives and executives. Here are 
eight outstanding factors in the Midland Mu- 
tual’s success : 


1. No promotion expense. 

2. Unusual renewal record. 

3. High interest earnings. 

4. Extremely low mortality. 

5. Careful business management. 

6. Carefully selected salesmen. 

7. Continuous consistent growth. 

8. Consistently decreasing cost. 
Confidential inquiries from Pennsylvania and 
West Virginia will receive prompt attention. 


The Midland Mutual Life Insurance Company 


Home Office: Columbus, Ohio 
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band and father wishes to leave his loved 
ones provided for in the event of his 
death. How many fail to do this when 
through depreciation in stocks or bonds 
investments shrink to nothing, or, through 
poor judgment or dishonesty of others the 
widow loses all she has and comes into 
old age penniless. 


A Few Instances 


“Instances of the loss of money left to 
a family are as common as the grass now 
springing in the field. They occur every 
day and many times a day. 

“I know a widow whose husband left 
her with a comfortable income. She let 
her brother invest it. Everything was 
lost. Her only son had to work in a 
factory to support his mother and him- 
self and was thus deprived of the oppor- 
tunity of getting a good education. 

“A woman came to me one day after I 
had been talking on insurance at a 
woman’s club and told me that her sister 
had lost everything left to her by her 
husband through the poor judgment of a 
relative who had invested it badly. 

“Sometimes the woman herself makes 
the unsound investments, as was the case 
of a widow left with $150,000 ‘in gilt 
edged bonds.’ In five years she had but 
a few thousand dollars left and was seek- 
ing work. All had been wasted in specula- 
tions in real estate. 


Invest in Ponzi Schemes 


“We know what happened to women 
who had invested their money in Ponzi’s 
schemes in Boston. What good does it 
do the women to know that Ponzi is in 
prison when they have lost everything 
they entrusted to him? 

“After paying good dividends for 40 
years a New England railroad stopped 
those payments. Widespread was the dis- 
tress that came upon thousands of women, 
many of them aged, who had depended 
upon those dividends for their daily bread. 

“The man who leaves his insurance 
funds to his family safeguarded as 
monthly income insurance knows that no 
such calamity as this can befall them. The 
hunger wolf can never touch his dear 
ones. 

College Endowment 

“As the monthly income policy guarantees 
the family’s daily bread so does the short 
endowment policy provide for the college 
education of the child. That is, enough 
insurance is taken out to cover the cost 
of the child’s education, the premiums be- 
ing paid over a five, 10 or 15 year period. 
If anything happens to the father before 
the child reaches college age the money is 
available for his education when it is 
needed. If the father is still alive the 
money is ready to pay the heavy expenses 
which would otherwise be a heavy drain 
on the family pocketbook. In other words, 
the expense of a college education is dis- 
tributed over a long period of years in- 
stead of over the short period of the 
college course in case the father lives; 
and if he dies the college education is 
assured through the funds to be paid by 
the insurance company. 


Some Expenditures 


“We are spending $4,000,000 daily on 
the ‘movies.’ The annual total amounts to 
$1,460,800,000 which would pay the annual 
premitgns on 16,694,561 average sized in- 
surancé policies if invested in that way 
instead of being spent at the movie the- 
atres. 

“In addition to the movie bill we are 
spending annually $22,000,000,000 for 
chewing gum, candy, motor cars, phono- 
graphs, organs, pianos, cigars, cigarettes, 
tobacco. The candy bill amounts to $1,- 
000,000,000 a year, that for chewing gum 
to $50,000,000. It has not yet been esti- 
mated what we are spending for radio but 
the expenditures are large. 

“Now if the money thus spent for so- 
called luxuries could be invested in life 
insurance it would pay the premiums on 
$28,500,000,000 worth of fully paid-up life 
insurance. Would it not be better for the 


of this vast sum were invested in monthly 
income insurance, thus guaranteeing 
shelter, food, clothing, to more people? 
Do not forget that, according to the 





American Bankers Association 90 per cent 


final advancement of our nation if some, 


JUMBO LIFE POLICY 
REPORT DISCREDITED 


Life Men 
kance 


in East Look As- 
on the Rumored 
$9,000,000 Man 


COURSE OF LARGE LINES 





Difficult to Get a Huge Amount of 
Insurance on a Single Life 
These Days 


NEW YORK, May 8—Life men here 
are very skeptical as to the truth of the 
report that a “leading merchant of the 
country is arranging to take out a 
$9,000,000 life insurance policy,” assert- 
ing that they would be greatly surprised 
if a contract for half of that sum were 
written. While million dollar policies 
are granted from time to time, and more 
rarely a contract for several millions is 
called for it is so infrequent as to 


create a distinct stir in underwriting 
circles, and excites interest on the part 
of the daily press. 

The Mutual Life of New York, New 
York Life, Equitable and other large 
institutions will issue a policy for a con- 
siderable sum upon an individual who 








can satisfactorily pass the required med- 
ical examination, and whose position in 
the business world is so well established 
as to justify his insuring for a heavy 
amount. To assure themselves of this 
the companies look up the history of the 
applicant with the utmost thoroughness, 
get reports from mercantile and inspec- 
tion agencies as well as from other con- 
fidential sources, and utilize the services 
of the best men upon their own investi 
gating staffs. 


Reinsuring the Business 


There are close to 300 life companies 
in the United States, large and small 
and the practice in handling a large ap- 
plication is to offer each a line. Wher 
the direct and reinsurance facilities 0 
the companies are exhausted, appeal 1 
made to the Canadian and British instr 
tutions, and in extreme cases help 
sought from the companies of South 
Africa. Some reinsurance is to be had 
in Switzerland but in very limited 
amounts, the home institutions havine 
little faith in companies other than those 
domiciled in Great Britain or i 
colonies. The time was when life re 
insurance was freely secured from Ger 
man companies, but in the plight those 
offices are now in, no American com 
pany would think of accepting thet 
guaranties. 


—— 


———— 








of all women after the age of 60 are de 
pendent on relatives or friends. 


Provision for Old Age 


“While a man may protect his 
after his death by income insurance, be 
may also make provision for his own old 
age. In the event of disability or accidet 
his insurance premiums will stop and he 
will receive a certain amount of income 
under the terms of his special policy. 

“As for the self supporting woman wi” 
wishes to make provision for her own old 





family 


age, the endowment policy offers her # 
certain financial future. She can take Bi 
¢ and 


endowment policy when it matures ® 
place it with the insurance company © 
payment of an annuity which will enswt 
her a permanent income for the remain ef 
of her life. Inasmuch as annuitants ae 
proverbially long-lived, the self support 
ing woman may confidently look forwa* 
to an old age in her own home free from 
care. Insurance is one of the stronges 
if not the strongest force, that can be em 
ployed in providing a home and guara 
teeing an income for yourself and you! 





family.” 
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Extravagant Claims Made in Last 
As- Week’s Hearing Before Dailey 
ed Investigating Committee 
INQUIRY MAY BE RESULT EXCEPTIONAL FRE KS 
re AKS anp 
Dailey Investigating Committee Con- AGENCY 
an sidering Appointment of Permanent OPPORTUNITIES 
Commission to Probe Life Business 
NOW OPEN 
Darby A. Day, Chicago manager of the IN 
Mutual Life of New York and president 
h of the oe ss vob ge ng Under- Th h . | ‘ h 
re riters, s been subpoenae oa ar 
of ms vr the Dailey a ta nmmie - 4 ey ave an important p ace in t € 
dé oe eee a oor eee Arizona circus. Their counterparts are the spec- 
out a - i i ‘6 . ” 
assert: A group of men in Chicago who call California tacular salesmen who put it over by 
irprised | themselves life insurance adjusters, Colorado methods all their own. They do not need 
m were § auditors, or counsellors, appeared before Ilinoi h | 
policies § the Dailey investigating committee in llinois eip. 
nd more § Chicago last week and so severely criti- Indiana 
ne Se ee eens Sa ee Se oe See But the average conscientious life in- 
- as tof, line companies as to apparently im- 
writing | press the Dailey committee with the Risin surance salesman can use to advantage all 
the part necessity of appointing a permanent ¥ ° ° ° ° 
= commission to investigate the whole Michigan o direct aid his Home Office can give 
~ large § business of life insurance over a period ° 1m. 
r a con- ¢ — six vu." to a year. “= Minnesota 
ual who . Gladstone, a Chicago attorney, who . . las s 
ed med-§ has = ey - = a Missouri This 1S the theory upon which The 
sition inf versy between his group of clients an ° ° ° 
ablishe’ | Darby A. Day, president of the Chicago Montana Lincoln National Life Insurance Company 
a heavy Life Underwriters Association and Chi- Nebraska ° ° 
of thi] ago manager of the, Mutual Life, and see 2 works to give its field men all the support 
ry of the omas J, Houston, insurance commis- ° ° ‘ ° ° 
ughness| sioner of Illinois, held the center. of mara oui possible. Since Lincoln National Life offi- 
i inspec- the stage during most of the hearing. exi . 
her cot- He charged, in substance, that none of - ward ae “a cers have carried rate books themselves 
services the New York mutual life companies is rth ina ° 
inves honestly, managed; that the Hughes in- “ “4 ~ = they have the advantage of knowing agency 
vestigation in no sense purged the life ° 
insurance business of any of its iniqui- oe See problems and of placing all the Home 
; ties; that the companies are today us- Ohio O fi d . h . b 
7“ ing the es table oF SON, one Oklah ce resources and energies on the jo 
: '— the actual experience has improve oma . ° 
large a markedly since that date; that the gen- behind their men. 
Ee When eral life insurance policy of the country Oregon 
ilities OB is dictated from 120 Broadway and : 
appeal *B that if another investigation of life Pennsylvania The result has been a whole-hearted 
‘ish inst ® insurance were begun the average lay- . ° 
s help *— man would be startled by the disclos- South Dakota co-operation that makes it pay to 
of + ures. He was supported in his conten- 
o be tp tions and criticisms by LeRoy Burton, Tennessee 
’ limited who described himself as an adjuster; 
IS —_ J. M. Punch, also an adjuster, and J. Texas 
han t “nf \V. Shera, general agent of the Guaran- 
| creep ‘e Fund Life in Chicago. Utah 
hens Ger Charges Went Unchallenged Washington 
ght those ‘The sweeping and serious criticism *ge 
can COM of the business methods of the old line West Virginia 
ing ther® life companies was totally unexpected. ‘ 
The Dailey investigating committee has Wisconsin 
=f been studying the fire and casualty 
60 are def business with the announced purpose 
ot submitting to the Illinois legislature 
such corrective legislation as may seem The 
F ' to be necessary as a result of the inves- 
his fami} tigation. Senator John Dailey of 
urance, - coria, who heads the comanittes, an- e . . 
is own ON Nounced some time ago that life insur- 
er Lincoln National Life 
op and D@ the inquiry. Quite obviously, the com- 
mPa ieee be wholly surprised by + a 
policy. Serious charges brought against the I 
roman Wh life business by the group of Chicago nsurance ompany 
er own olf adjusters, No one representing the old 
fers her 4 line life companies was present at the 
an take het hearing. Every charge and accusation **Its Name Indicates Its Character’’ 
atures * —- ne, 1 Chicago adjusters — 
ompany “@ “Nchallenged. The most critical kind o 
will ensut@ statements were read into record with- Lincoln Life Building Fort Wayne, Ind. 
remain = any opposition being voiced. Mem- 
uitants S ot the committee were not enlight- 
if support ened on any of the pelnts brought up Now More Than $245,000,000 In Force 
ok forwa ey Mr. Gladstone and his clients at the 
. free from wee The proceedings became lu- 
» stronges ‘crous when at one stage Senator Dai- 
can be e@@ "ty and Senator H. C. Kessinger were 
nd guarat@ *Pecitying “old line companies” as com- 
f and youm Panies having capital stock and mu- 
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tuals as the participating companies. 
No one called attention to the fact that 
a stock company may be an old line 
company as well as a mutual. 


Comment by Dailey - 


In commenting upon the “disclosures” 
made by the Chicago adjusters, Sena- 
tor Dailey said, “We can’t seem to get 
information on any branch of the insur- 
ance business. Perhaps this is a phase 
of life insurance upon which we may 
shed a little light. In the future I am 
sure our legislature will demand more 
information on insurance. Insurance is 
not so sacred that we cannot discuss it 
except with bated breath. It may be 
that it is proper policy to let these com- 
panies go uncontrolled, but I do not 
think so. 


“Information Is Startling” 


“The number of bills which were sub- 
mitted during this session of the legisla- 
ture and which were supposed to be de- 
partment bills, made us feel the need 
of some investigation. We don’t feel 
like going into life insurance in extenso. 
However, the information that you offer 
us is startling. It shows the need of a 
rational inquiry. If one-tenth of what 
you say is true then there is need for 
a thorough study of this whole matter. 
I am more convinced than ever that 
this is a great field for inquiry.” 


Reads Complaining Letter 


Mr. Dailey began the hearing by read- 
ing a letter from an assured who told 
of being asked to sign a slip to the ef- 
fect that the life insurance being ap- 
plied for was not being issued to re- 
place existing insurance. The letter 
was caustic in its terms, and sharply 
critical of a life insurance company 
which would demand the signing of 
such a statement. It referred to the 
“nasty situation in Chicago,” “this boy- 
cotting idea,” and “the present disgust- 
ing methods.” Mr. Dailey said that 
several letters of this kind had reached 
him and that it was his desire to find 
out just what was going on in Chicago. 
Mr. Dailey said at the outset that there 
was no intention of conducting an ex- 
haustive investigation of life insurance, 
but that this particular phase of the 
business was interesting in view of 
pending legislation. He explained that 
during the life insurance hearings no 
one would be subpoenaed, but that any 
desiring the privilege of the floor would 
be listened to. 


Charges by Gladstone 


Meyer H. Gladstone, the attorney for 
the complaining adjusters, gave a his- 
tory of the litigation that has taken 
place in Chicago, and in which his 
clients have figured prominently. He 
declared that policies in Chicago are 
not sold to fit the needs of assureds, 
but to earn commissions for agents. He 
said that eight out of ten agents in Chi- 
cago sell life insurance solely for the 
purpose of gaining commission, and not 
to supply definite needs for policyhold- 
ers. He said that a large business is 
written in Chicago by part time men 
who are incapable of supplying expert 
life insurance advice. He cited his own 
experience in the purchase of three life 
policies, saying that he never read the 
contracts, that they were sold to him 
through friends, or by agents who were 
so persistent as to wear down his re- 
sistance. He offered his case as typi- 
cal of that of the average agent. 


Wants Examining Board 


Senator Kessinger asked if an agent’s 
qualification bill wouldn’t remedy the 
situation by making it impossible to 
have a life insurance license issued to 
anyone but a thoroughly qualified man. 
Mr. Gladstone replied that he and his 
clients favored a qualification law 
which would create an expert insurance 
board which would examine applica- 
tions, and which would require all de- 
siring to become life insurance agents 
to have a thorough-going knowledge of 
the business. He said if such a techni- 
cal examination were required of IIli- 
nois life insurance men that only about 





a dozen in Chicago could pass. He 
made quite a point of the fact that the 
proposed law does not provide for a 
technical examination. 

Gives Commissioner Broad Powers 


Senator Dailey then said that there 
seems to be a general impression that 
insurance commissioners are under the 
influence of the old line companies. He 
pointed out that under the proposed 
anti-twisting bill now before the IIli- 
nois legislature, the insurance commis- 
sioner is given so much discretionary 
power as to enable him to deny licenses 
to those who might be opposed to the 
old line companies as a class. He said 
that the present law might make it pos- 
sible for Commissioner Houston to 
deny a license on some ground or other 
to the adjusters with whom he has 
been in controversy. He said that he 
wanted it made plain that he -was not 
inferring that Mr. Houston would take 
such a step, but only emphasizing that 
the present law would permit Mr. Hous- 
ton, or any other commissioner, to 
deny a license to anyone regarded as 
unfit, 

Refer to Babson Letter 


Mr. Gladstone referred to the recent 
letter sent out by Roger Babson, in 
which Mr. Babson attempted to show 
the necessity for consulting life insur- 
ance experts or. adjusters for informa- 
tion regarding policies. Mr. Gladstone 
said that it was a significant coincidence 
that when there are 40 insurance com- 
missioners in the country every one 
should uniformly condemn Mr. Bab- 
son’s stand. He declared that if the in- 
surance commissioners of the country 
were open minded there would have 
been some divergence of opinion, and at 
least one would have commended the 
position taken by Mr. Babson. 


Senators Show Interest , 


Mr. Gladstone seemed to be so posi- 
tive in his assertions that Senator Kes- 
singer commenced to take an interest. 
He asked: “How does your client get 
his clients?” He was told that 75 per- 
cent of the business comes from those 
who have benefited by the service and 
recommended to others. Senator Kes- 
singer asked: “What reason is there for 
a man changing his insurance from one 
company to another? Do you rewrite 
your business in the original company, 
or do you usually change the policy- 
holder from one company to another?” 
Senator Turnbaugh said: “Isn’t it a fact 
that some Illinois companies are today 
writing practically the same policies 
that were put out of business by the 
Hughes investigation?’ Mr. Turn- 
baugh was assured by Mr. Gladstone 
that several companies were doing just 
that. 

Attacks Dividends 


Senator Kessinger asked why an ad- 
juster usually persuaded a client to 
place his business in a non-participat- 
ing company. Mr. Gladstone replied 
that the non-participating companies 
have the cheapest rates. He declared 
that dividends are not actual participa- 
tions in profit, but merely refunds and 
should be called refunds and not divi- 
dends, He compared the participating 
life company to the stock salesman, 
who sells a watered stock to a prospect, 
and at the end of the year returns a divi- 
dend to him out of capital instead of 
surplus, in order to keep the prospect in 
a good frame of mind and to induce 
him to buy more stock. He said that 
the public had been misled in dividends. 
Mr. Gladstone read the rider which is 
being used by the Aetna Life and 
which sets forth that the insurance 
being applied for by the applicant is 
not to be used to replace other insur- 
ance. He said that the Aetna is the 
only life company requiring the appli- 
cant to sign such a document. “Your 
legislation as it now stands at Spring- 
field would make all companies do this,” 
Mr. Gladstone said. He declared that 
Insurance Superintendent Houston is 
not within the law in requiring the 
Aetna or any other company to use 
such a rider. 


Mr. Gladstone next referred to Sam- 
uel Untermyer, who conducted an in- 
vestigation in New York, and, who 
stated, according to Mr. Gladstone, that 
the trust or excess funds of life compa- 
nies are administered personally by the 
officers of the companies, He said that 
a participating company charges a flat 
rate, several dollars higher than a non- 
participating company, has the use of 
the socalled dividend money through- 
out the year, and finally returns it to 
the policyholder at the end of the year 
in the shape of a dividend. During the 
year Mr. Gladstone intimated that this 
dividend money is kept in a separate 
fund and juggled by the officers of the 
companies which operate on the partici- 
pating basis. He declared that the 
participating companies do not tell the 
truth about dividends. “I don’t think 
any of the New York mutuals are hon- 
estly managed,” said Mr. Gladstone. 


“Not on the Square” 


Senator Kessinger objected to the 
statement that no companies are doing 
a great public work from which they 
cannot possibly directly benefit. He 
cited the case of the Metropolitan Life, 
which is conducting research work, 
nursing service, a health department, 
etc. Mr. Gladstone made no exception 
of the Metropolitan Life and stated 
flatly, “The companies are not on the 
square with the public in their rates, in 
their management, or in their adminis- 
trations of the excess funds that they 
collect.” 

Mr. Gladstone cited the stale illus- 
tration of the man with a $10,000 pol- 
icy, who borrows $3,000, and by reason 
ef the borrowing has only $7,000 pro- 
tection. Mr. Gladstone said that it was 
unjust to require such a man to pay. 
premiums on a $10,000, when in fact he 
had only $7,000 protection and had bor- 
rowed the other $3,000. ‘ 


Testimony by Punch 


J. C. Punch, another Chicago ad- 
juster, during his testimony said that 
during the influenza epidemic most of 
the companies reduced their dividends 
and the policyholders never got this 
money back. He became most asser- 
tive during his testimony, and declared 
that the life insurance companies have 
their policies dictated to them from 120 
Broadway. He read an excerpt from 
Tue NaTIONAL UNDERWRITER relating to 
the anti-twisting bill now being con- 
sidered at Springfield. He consumed 
much time reading the correspondence 
between one of his clients and Frank 
Bushnell, vice-president of the Aetna. 
He told in detail of the cases in Chicago 
where policies had been held up and 
the policyholder had died in the interim. 
He referred to the much discussed Ford 
and Bundscho cases. Both Mr. Punch 
and Mr. Gladstone objected that the 
present bill at Springfield will embody 
the question as to whether the insur- 
ance being applied for is to replace the 
existing insurance as a warranty in the 


policy. 
Disapprove Proposed Bill 


They declared that misstatements in 
the application void a policy in Illinois, 
and that if a policyholder should de- 
sire to change his insurance from one 
company to another, and should fail to 
state his intention in the application for 
new insurance, his new contracts could 
be voided for mis-statement of the 
facts. They both asserted that this 
provision of the bill should not be 
passed. They said that the present 
qualification bill gives the superintend- 
ent too much power. It gives him the 
right to revoke a license if unethical 
practices are engaged in, but it does 
not describe exactly what might be re- 
garded as unethical practices. It gives 
the superintendent, they asserted, too 
much discretion in the matter. They 
cited the recent efforts of S. S. Kresge 
to obtain life insurance as an example 
of the control which they declare old 
line companies exert over insurance 
commissioners generally. They declared 





that the failure of any company to li- 


cense the broker who wished to handle 
the insurance for Mr. Kresge was an in- 
dication that the insurance commission- 
ers are working in close cooperation 
with the old line companies. 


Hot Shots at Day 


Mr. Gladstone fired some hot shots 
at Darby A. Day, Chicago manager of 
the Mutual Life of New York and 
president of the Life Underwriters As- 
sociation of Chicago. He asserted flatly 
that Mr. Day had twisted a $150,000 
policy held in the Equitable Life of New 
York in order to supply the policy- 
holder with a policy in the Mutual Life 
and then turning to the reporters, said: 
“Put that in your NATIONAL UNDER- 
WRITER and your ‘Insurance Field,’ and 
say that I said it.” 


Burton Waxes Warm 


LeRoy Burton, another witness who 
described himself as an adjuster of life 
insurance, recited several of his cases 
in detail particularly the Victor Manu- 
facturing Co. case. He attempted to 
show how the policyholder in this case 
had been greatly benefited by his serv- 
ice. He asserted that Insurance Com- 
missioner Houston was not interested 
in a policyholder’s changing companies 
until the Victor case came to’ his atten- 
tion. He said that Mr. Day had inter- 
ested Mr. Houston in the matter. He 
also charged Mr. Day with having 
made an illegitimate twist. He said that 
Samuel H. Heifetz, who he described 
as “the star producer for the Mutual 
Life,” is twisting business all the time. 
He said that the present: controversy is 
just a battle between the .new school 
and the old school in life insurance. 
Warming up to his subject he declared 
“the heads of life insurance companies 
despise the agency force. They are the 
scum .of the earth in their estimation.” 
When asked explicitly to tell what his 
business was Mr. Burton said, “It is 
my business to stabilize life insurance 
for the benefit of the public.” 


Senator Barr Impressed 


Mr. Burton made a good witness for 
the adjusters. He. presented his case 
well and convincingly. At the conclu- 
sion of his testimony Senator Barr of 
Joliet seemed to be so impressed that 
he told Mr. Burton that if he could do 
for him all of the things that he appar- 
ently had done for others he wanted 
him to audit his insurance for him. Mr. 
Punch, in the course of his various 
talks, said that he could supply the 
committee with the names of 100 prom- 
nent and influential business men in 
Chicago whose insurance had been 
audited by the group making the com- 
plaints. He said that there was not 
one dissatisfied policyholder among all 
those whose insurance had been au- 
dited, and that they included some of 
the biggest business men in the city. 
All of those who testified were very 
positive in their statements, The sena- 
tors comprising the Dailey investigating 
-committee seemed to be unfamiliar with 
even the fundamental principles of life 
insurance, and were seemingly thor- 
oughly interested in the testimony sub- 
mitted. They seemed to feel that they 
had uncovered discrepancies in the busi- 
ness that should be looked into. 

On Saturday morning “The Herald 
Examiner” carried big headlines de- 
scribing the Daily Investigating com 
mittee hearing on Friday. In its at 
ticle the “Herald-Examiner” gave @ 
resume of the testimony offered by the 
Chicago adjusters. The article was 
doubtedly read by a large number . 
people unfamiliar with the fact = 
only one side of the case was offered a 
the Dailey hearing. The “Herald-Ex- 
aminer” of Chicago is a Hearst paper 





Have Largest Month 


The life business produced by » 
sales force of the Business Mens “*, 
surance during April was the largest - 
the year, amounting to $406,000. "© 
company’s program for 1923 1s $5,000.- 
000 of new business. The present o 
dications are that the goal wil 
reached without undue effort. 
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HEAR LIFE INSURANCE 
“GOSPEL” AT DETROIT 





Inspirational Addresses Supplant 
Conventional “Sales Talk” 
at Congress There 





MAKE DEEP IMPRESSION 





Enthusiasm Engendered Is as Great as 
on “Sawdust Trail” with Billy 
Sunday Showing the Way 





By GEORGE BROWN 


DETROIT, MICH., May 7.—The 
noticeable feature of the one-day sales 
congress of the Detroit Life Under- 
writers Association, held here today, was 
the absence of the “sales talk” usual 
at such gatherings of life insurance men. 

The addresses were almost entirely 
of the inspirational character. There 
were nearly 700 men and women in at- 
tendance and the effect of nearly every 
talk was to arouse an enthusiasm for the 
mission in which the delegates are en- 
gaged that is almost parallel to that 
evoked by the great evangelists of re- 
ligion. 

Talks Make Deep Impression 


Rev. Dr. M. S. Rice brought them 
spontaneously to their feet when he 
closed. President Eliason, of the Na- 
tional Association, impressed them pro- 
foundly that they were members of a 
profession on as high a plane as that of 
medicine, law, engineering or the church; 
C. J. Rockwell of Carnegie Tech, who 
dealt with selling more than any of the 
others, carried a message of protection 
being paramount to that of mere per- 
sonal gain; Vice-President M. J. Cleary 
of the Northwestern Mutual drove home 
the criminal waste of time and energy 
hitherto so common. 

Frank McNally of the Massachusetts 
Mutual dramatically criticized the trend 
to “big case” business, making a plea 
ior the common people, the “Bills,” who 
buy life insurance until it hurts, that 
made many a man and woman in the 
big ballroom feel they were sitting at 
the feet of wealth rather than bringing 
help to the families of the “average 
man.” W. B. Burruss of the Provident 
Mutual set them as crazy as ever “Billy” 
Sunday did an audience of sinners and 
ithe had called them to tread the “saw- 
dust trail,” as Sunday does they would 
have thrown themselves at his feet. 
Vice-President Tasney of the Pruden- 
tal put the polish on a program of in- 
surance talk that rounded out the great- 
st exposition of life insurance gospel 
ever heard in this city. And Detroit has 
listened to some great talkers. 


Effect to Be Far Reaching 


The effect of this sales congress can 
not help but be far reaching. The 
‘trictly “sales talk” is well in its way. 
tis necessary and essential but it be- 
comes monotonous. Insurance is like 
no other business or profession. It 
‘comes nearer to religion than to any 
other human need and influence, and as 
the church needs enthusiasm, even 
‘anaticism, as well as theology, so in- 
surance needs red hot talks as well as 
Scientific salesmanship. 
€ men and women who attended 
with meres today, who were saturated 
vi the gospel of service and help, 

© were enthused by the stirring lan- 
Soe” the sincere and hearty expres- 
Fo of the speakers, cannot retire to 
de A tonight without feeling to the 

Pths that they are devoted to a won- 


€rtul profession. 
© congress, outside of the usual 








CHARLESTON 


HARRISON B. SMITH, President 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 








SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 


ROOKERY, CHICAGO 


INSURANCE IN FORCE DEC. 31, 1922 ° ° ° $41,327,797 
Assets ‘ e ‘ . . ‘ . 5,137,209 
Payments to Policyholders since Organization ; : 4,065,756 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


Address > v. GOss, Vice-President and 














“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip” 








HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed “‘A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 

Aimost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you? Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that wouldbea tragedy indeed! 
That would be one of the many things that 
fail ‘“‘twixt the cup and the lip.” There is 
something terribly suggestive in that title— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell ‘in’ and not “out”’. 


Send for a New York Life Agent and find 
out all about it. 








NewYork Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 
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Merton S. Rice that brought the thou- 
sand men and women in the Statler ball 
room to their feet at its close in an 
uproarious burst of appreciation, and 
no one on the platform had to hyp- 
notize them into doing it. 

“Mike” Rice, as he is familiarly known 
in this city, is an odd character, though 
no odder than many of the modern 
school of clergy. The new type preacher 
keeps his feet on the ground and talks 
to his audience in its own language. 
Rice does even better than that by in- 
tertwining with his serious ideas a vein 
of humor that holds the people he talks 
with. 


Nothing Wrong With World 


Dr. Rice’s subject was “Dedicating 
Yourself to Your Work.” He said: 

“Many businesses are nothing but 
business, too much of what you get out 
of the world instead of what you put 
into it. I heard Bryan make a good 
speech once. (When the laughter sub- 
sided Mr. Rice brought another burst 
when he qualified by saying the speech 
was made a long time ago.) 

“Bryan was talking on ‘What's the 
Matter With the World?’ He certainly 
absolved the monkeys from all blame. 
There’s nothing the matter with the 
world, fellows. It’s growing right along. 





All we have to do is to grow with it 
and put something into it. 


Need “Passion of Appreciation 


“You are doing your share but to be 
really successful you must possess the 
passion of appreciation. That sounds 
sort of fancy maybe but here’s the idea: 

“During the war an enlisted man on 
one of our warships was assigned to 
polishing lamps. One day I asked him 
how he liked his job and, say, you 
should have heard that cyclone of cus- 
sing. That chap damned all the lamps 
on earth. Cuss! He was some cusser. 
And why cuss the lamps? Because he 
didn’t like his job. He had enlisted to 
fight, not to polish lamps. I'll bet if 
that fellow had a lamp in his house 
when he got back home he just natur- 
ally kicked it into the alley. 


Like Polishing Buckles 


“And that reminds me of an old chap 
up. my way who was down and out, he 
and his wife. I got busy and fixed 
things up for them to go to the county 
house. We went out to his shack and 
all smiling told him the good news, 

“*Won't go,’ said he. 

“*You won’t go,’ said I. ‘What in 
thunder’s the matter with you?’ 

“‘T ain’t goin’,’ said he, ‘because I’ve 





got a job.’ 


“*What kind of a job can an old bird 
like you do?’ 

“‘I’m polishing buckles,’ said he. 

“‘Polishing buckles! What kind of 
buckles?’ 

“*Harness buckles.’ 

“Do you know that old chap made a 
living for himself polishing buckles, 
although I supposed Ford had put all 
the horses out of business. He liked 
to polish buckles, loved to do it. 

“If you are like the sailor you'd bet- 
ter get out of the insurance business. 
If you are in it only to solicit and get 
the money, so you can pull down the 
commission your company shouldn't 
tolerate you. Whether it’s polishing 
lamps, polishing buckles, preaching a 
sermon or selling insurance you can’t be 
successful unless you love to do it.” 


Cleary Raps Wasted Time 


“If the lawyer, or the doctor wasted 
time as many an insurance man does, 
the public would not stand it,” said 
M. J. Cleary, vice-president of the 
Northwestern Mutual. “The public 
doesn’t respect a man who works hit 
or miss, an hour or so in the forenoon, 
a couple of hours in the afternoon. 
Dignify the business by the standards 
it deserves, the importance it demands. 

“There isn’t a man in this room who 
isn’t surrounded by men who haven’t 
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and women on the same basis. 
the agent something to sell. 


3401 Michigan Ave. 







MICHIGAN 


Select Your Own Territory 





We have just opened Michigan. You can select 
your own territory. A good opportunity for 
men to make a direct Home Office contract and 
get the best there is to be had. We have a 
complete line of liberal policy contracts—Childs 
Limited Payment Life and Educational Endow- 
We accept sub-standard risks and men 
In fact, we give 
If interested write 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


A. O. HUGHES, Agency Director 


Chicago, Illinois 
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any insurance, others who haven't 
enough. Isn’t it better to go to those 
men than to those who have and tear 
down what they have? You destroy 
when you make a man surrender his 
policy. In that lies waste for destruc- 
tion makes waste. You hurt the entire 
insurance business when you do that. 


Much Badly Sold 


“Another cause of waste is badly 
sold insurance. As a company executive 
I’d rather know how the business is 
written than how much. 

“No home office can save business 
that is badly sold. If it has been sold 
for mother, wife, education, debts, he 
isn’t going to lapse or surrender so 
easily as he does on lump sum. It 
isn’t a question of dropping a few thou- 
sand dollars of insurance but of drop- 
ping mother, wife, children, of depriv- 
ing them of an income he has already 
guaranteed them.” 

F. W. Tasney’s Talk 


“If you can’t resolve the policy into 
food, clothing and shelter you are not 
selling it right,” said Fred W. Tasney, 
vice-president of the Prudential. 

“In no profession,” continued Mr, 
Tasney, “have we so great an oppor- 
tunity for carrying service into the 
home as when selling life insurance. 
The day is gone when service ended 
with the sale of a policy guaranteeing 
the payment of a designated sum of 
money at death. 

“It is not even enough now to sell an 
income policy. It must be explained by 
you when it is delivered. Don’t just let 
him put it in the safe, envelope and all. 

“When I went into the insurance 
business we had nothing like this. We 
just went out of the office and sold a 
thousand here, two or three thousand 
there. We had no one to tell us how to 
analyze a man’s needs. 

“My first sale was a 15-year endow- 
ment for $2,000. I thought I had done a 
great piece of work, when I should have 
sold the man an ordinary life.” 


MIDWEST LIFE BUYS BUILDING 





Lincoln Company to Build New Home 
Office Structure on Site When 
Present Leases Expire 





The Midwest Life of Lincoln has pur- 
chased the southeast corner of Fourteenth 
and O streets, a block from where the 
Bankers Life building stands, for a con- 
sideration of $375,000. The property has 
a frontage of 100 feet on the city’s prin- 
cipal thoroughfare and 142 feet on Four- 
teenth. It is now covered by a brick 
building two stories in height in front and 
one story on the rear. 

The longest lease now held by an oc- 
cupant of the building expires in 1927, 
and when complete possession is secured 
the company will build an office structure 
of its own. The exact nature of it will 
not be determined until later, the height 
being conditioned on circumstances, but 
President N. Z. Snell says it will be one 
of the largest and best office buildings 
the city. The Security Mutual owns one 
of the largest, ten stories, at Twelfth and 
O streets. The Midwest site is close to 
the best retail section of the city. The 
property now returns a satisfactory i 
terest. 

The company now occupies the seventh 
floor of the First National building at 
Tenth and O streets, but will move to 1ts 
new block July 1, using as much of the 
second story as its needs demand. 


May “Bushnell Month” 


May has been designated as “Bush- 
nell” month by the life division ot the 
Aetna Life. Agency Secretary K. 4: 
Luther has sent out attractive printed 
announcements to the field making a” 
dedicating the month of May to Vice 
President Frank M. Bushnell, who has 
faithfully served the field force for over 
25 years. All business written—an 
May will be 


also business paid for—in 
presented to Mr. Bushnell. 
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se | TO SELL MORE STOCK 
roy 
= BIG INCREASE IN CAPITAL 
tire 
hat. Travelers Announces Stock Will Be 
ste Sold to Bring Figure Up to $10,- 
itive 000,000, Subject to Approval 
s is 
ness HARTFORD, CONN., May 8.—At 
sold a special meeting of the board of di- 
he rectors of the Travelers held in Hart- 
> $0 ford last week, a proposal was adopted 
It to increase the capital stock of the 
hou- Travelers from $7,500,000 to $10,000,000, 
rop- the proposition to be submitted to the 
riv- stockholders of the company June 12. j 
eady Subject to the approval of the plan by 
oe stockholders, the latter will have 
the right to subscribe to the new stock 
in the ratio of one share for each three 
into shares now held. The new stock would Teamwork Tells 
not be paid for between June 12 and Aug. 
. 30 at $100 a share. This increase was a ’ . 
_— surprise to the Travelers stockholders. Agents loyalty and enthusiasm, plus new Home 
Mr. be = company ae — ep wae strides Office Service features produce Teamwork and 
“ with great rapidity during the past tew . : 
Oe years, its capitalization doubling and re- increase production. 
; doubling within short periods. The ‘ ‘ 
nded a "> increased its capital These new features will help Union Central 
ual stoc rom $1,000,000 to $2,000,000 in n ° ' 
Dae 1908. In 1910 it was made $2,500,000, in Agents get more business: 
1913 $5,000,000, in 1916 $6,000,000 and : 
_— in 1920 $7,500,000. The original capital For Policyholders: Increased Cash Values made retro- 
d by at So someeey on ee on wee active—Enlargement of Free Health Test Service—5% 
$250, L e authorized capital o e ~ : * 8 : 
" = company now amounts to $25,000,000. interest on policy proceeds and dividends, left on deposit. 
rance The latest quotation placed the value of For Agents: Home Office leads—Letter Circularization 
We the stock, whose par is $100 a share, at : : lleti an ee rer — 
my about $725 a share Service—Special Bulletin Service imit increa to 
scttesiaoees $200,000 
isand . E 
EXPECT BIG AETNA DIVIDEND 
yw to For Prospects: New Business Protection Policy—New 
dow- Reports Current in Hartford Are That Life Income Endowment Policy—Liberalized Disability 
one a Proposed “Melon” May Amount Clause—Substandard Insurance. 
have to 100 Percent - - 
TEAMWORK—Boosting Policyholders and a 
_ Mnnnighegen ak wane se, Loyal _Agency Force backed up by the Home 
ford stock brokers and traders to the Office insure success for the Union Central Agent. 
| effect that the Aetna Life is likely to 
a issue a stock dividend that may amount For agency relations write the Home Office. 
n to 100 percent. The stock sold up to as 
high as $790 a share. 
Section 3 of the charter amendment 
gives the company authority to increase ° ° 
; pur- its capital from the present figure of The Union Central Life Insurance Company 
= $5,000,000, consisting of 50,000 shares of 
e a par value of $400 each, to a sum not — . . 
, con- exceeding $20,000,000, to be divided into Cincinnati, Ohio 
y has shares of a par value of $100 each. 
prin- Power to increase the company’s divi- 
Four- dends is also given in this section, which 
brick provides, however, that no distribution 
nt and by way of dividends shall be made to | 
the stockholders of the company out of | ! 
in h~4 any surplus funds or profits which be- 
a long iy ne of participating policies “a ° 
core Ba, eco hat Stay Are the C That P 
wcure J “AGS horuan G.'Bulicley, Je, tras-|! ‘The Companies That Stay Are the Companies That Pay 
it he urer of the Aetna Life, points out that = ‘ — W ‘ 
helene | te Stockholders have not yet approved When a company has proven its staying qualities, as the Western Reserve Life 
S, the permissiv. ‘ ca - ° 
—— Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
~—" ee agent can think favorably of that institution. Permanent success can only be at- 
fh and a is wm 2 poling : tained through a permanent connection. The companies that stay are the companies 
to the Shenandoah Life has made ap- : ; 
ose to cation fo enter Ohio. ‘This is. one that pay the representative in the long run. 
> in- the livest companies of the south, 
ry i with headquarters at Roanoke, Va. The WESTERN RESERVE LIFE INSURANCE Co. 
eventh company cultivates the territory into J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
ow Which it goes intensively and usually MUNCIE, INDIANA 
to 2 secures a good business. 
of the ’ 
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The suggestion that Judge Luce made 
was that if the chambers of commerce 
throughout the country could unite in 
making clear to the politicians the fact 
that they and not the calamity howlers 
represent the great majority of voters in 
the United States, the legislative halls 
would soon find an absence of drastic 
bills. General business would be given a 
chance to stabilize and little would be 
heard of the menace of socialism and 
bolshevism. 

Undoubtedly politicians are encouraged 
to cater to the loud speaking section of 


the. public because it makes the noise. The 
politician therefore thinks that the radical 
element possesses greater strength than 
it really does. We have investigations of 
all kinds. We have hostile bills directed 
at insurance in the legislature. We have 
insurance commissioners making onerous 
exactions. They would not do so if they 
felt that the conservative, quiet thinking 
people of the country objected to such 
activities. 

There is a fine thought in Judge Luce’s 
address that deserves attention from in- 
surance men and the public generally. 
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Injustice to Life Insurance 


It is to be greatly regretted that a 
group of life insurance men in Chicago 
who call themselves life insurance ad- 
justers or advisors should have been per- 
mitted to give the institution of life in- 
surance a “black eye” in their testimony 
before the Dailey investigating committee 
last week. These men charged the life 
insurance business with many serious 
shortcomings. They made a number of 
strong and even absurd claims. One of 
them stated: “I don’t think any of the 
New York mutuals are honestly managed.” 
The life insurance business was pictured 
as being in need of a housecleaning. 

In our opinion, the Dailey investigating 
committee did a serious injury to the life 
insurance business when it allowed a small 
.group of life insurance advisors or ad- 
justers, certainly not the most representa- 
tive life insurance men of Chicago, to 
indulge themselves in an extended castiga- 
tion of the life insurance business which 
was read into the official record of the 
committee. These men were not sworn as 
have been other witnesses subpoenaed by 
the committee. They were simply allowed 
to give vent to their own particular point 
of view, and what they had to say was 
given widespread publicity. The “Herald- 
Examiner,” a Hearst paper in Chicago, 
printed a story of the hearing, and set 
forth at some length the remarks made 
by these adjusters. 

Life insurance men generally had no 
idea that the Dailey investigating com- 
mittee was going to have a hearing on 
life insurance. They had understood that 
the committee was investigating only fire 
and casualty insurance. The adjusters 
who appeared and testified evidently 


knew just when the hearing was to be 
held, and were on the job to press their 
charges. 

The Illinois senators comprising the 
Dailey committee appeared to be pro- 
foundly impressed with the “disclosures” 
made by the Chicago adjusters. Senator 
Dattey, head of the investigating commit- 
tee, said that as a result of the testimony 
given he was considering the advis- 
ability of appointing a permanent com- 
mission to investigate the life insurance 
business, the commission to continue its 
inquiry over a period of from six months 
to a year. 

The Dailey investigating committee was 
unfair in not having present at its hear- 
ing men who could present both ‘sides of 
the case. Had any official of any Illinois 
company attended last week’s session he 
could have easily refuted many of the 
statements made by those who did the 
complaining. The Dailey committee is 
composed of men who are admittedly not 
schooled in the various ramifications of 
the life insurance business. They are 
not in a position to understand many of 
the technicalities of life insurance that 
were referred to at last week’s hearing. 
Because they are not, they should never 
allow a hearing to be devoted to only 
one side of an argument. The Dailey com- 
mittee might have prevented an injustice 
being done to the life business had it been 
sufficiently interested in the consequences 
of its hearing to have summoned to the 
hearing last week men who would have 
been able to challenge the statements made 
by the small group of adjusters who did 
all of the complaining. Certainly both 
sides should be heard. 


Too Much Attention to Noise 


Tue address of R. L. Luce before the 
insurance croup of the CHAMBER oF Com- 
mMERCE of the United States this week 
contains a thought to which we can all 
give some attention. Mr. Luce was for- 
merly judge of the supreme court of New 
York. 

In his address he stated that the poli- 
ticians pay entirely too much attention to 
the radical element in the country. The 
number of radicals or extremists is out 
of all proportion to the noise that they 
make. Judge Luce cited some events in 
recent political history to substantiate his 
claim that too many concessions are made 
to the radicals. For instance, he said 


that WrmuAm Jennrincs Bryan .in his 
campaign for the presidency in 1896 made 
a strong appeal to the dissatisfied element 
and was badly beaten at the polls. 


For- 


mer President Wutson, he said, made 
dangerous concessions to dissatisfied labor 
men and lost because of it. He said that 
a similar fate had overtaken all who had 
attempted to placate these vociferous ele- 
ments that are against the government so 
to speak. : 

Judge Luce figures that 90 per cent of 
the electorate in this country hold prop- 
erty of one kind or another and hence 
can be counted upon to do conservative 
thinking and voting. The strong bulwark 
against socialism, radicalism, and bolsh- 
evism, Judge Luce holds, is to induce 
property ownership, whether this take 
the form of home owning, savings deposits, 
life insurance or what not. He held that 
one of the greatest means of protection 
is the large distribution of Liberty bonds 
held by the people. 





Dr. James W. Glover, head of the 
mathematical department and the in- 
surance course of the University of 
Michigan at Ann Arbor, has gotten out 
a very valuable book giving “Total and 
Permanent Disability, Illinois Standard 
Premiums and Mean Reserves.” Dr. 
Glover does considerable consulting ac- 
tuarial work and his recent books have 
created much interest. The tables in 
the new books contain the net extra 
annual disability premiums and mean 
reserves for seven policy plans. Three 
distinct sets of net premiums and mean 
reserves are given on all these plans. 
This enables one to value directly the 
waiver of premium benefit alone, the 
monthly income benefit alone or the 
combined waiver of premiums and 
monthly income benefits. These tables 
so far as disability values are con- 
cerned are based on Hunter’s Disabil- 
ity Tables, 3 percent, generally accepted 
as the legal standard. 

Dr. Glover has also gotten out an- 
other book entitled “Double, Triple and 
Multiple Indemnity—Extra Net Pre- 
miums and Reserves.” These tables 
give the values of the extra net annual 
premium, terminal reserves and mean 
reserves to provide an indemnity an- 
nual premium of $1 per $1,000 of insur- 
ance from the end of the premium pay- 
ment period up to the limiting age at 
which the indemnity benefits cease to 
operate. The values are given for the 
interest rates 3% per cent and 3 percent 
and for indemnity for accidental deaths 
before age 60 and before age 65. Both 
the terminal and mean reserves are 
given in all cases from age 15 to the 
age at which there is no extra premium. 
The price of each book is $15. 


Miss Caroline Katzenstein, formerly 
executive secretary of the Pennsylvania 
branch of the National Woman’s Party, 
celebrated on Monday the third anni- 
versary of her connection with the Phil- 
adelphia Life, of which she is a big 
producer. In an address before the 
home office Plico Club on Monday she 
told how she sells insurance to young 
men without dependents. “If they are 
unmarried, the chances are they will get 
married soon,” she said, “and I ask 
them to take out a policy immediately 
so that its loan value would, if neces- 
sary, tide them over the expenses of 
outfitting a new home. I also appeal to 
their self-respect. Serious illness may 
force them to be temporarily dependent 
upon relatives for support. Life insur- 
ance would prevent this. Moreover, 
even if they have no dependents now, 
who knows but what later on they may 
be called upon to provide for parents or 
others? Finally, they must feather their 
own nests for dependent old age.” 


The desk of Gen. James G. White, 
district agent of the Travelers in Bos- 
ton, was covered with flowers and tele- 
grams last week, celebrating the com- 
pletion of 40 years’ service with the 
company, for which he became a 
solicitor "way back in 1883. Gen. White 
began with the Hatch & Woodman 
agency of the Travelers. In 1902 he 
opened his own office as district agent 
at 10 Postoffice square and in that of- 





fice and at 101 Milk he has since rep- 





resented the Travelers as one of its 
best known and most productive writers 
of life, group life and accident insur- 
ance. His long service stamps him as 
one of the oldest representatives of the 
company in point of service in the 
country. 

Arthur Levy of the Atlantic Life, 
president of the Richmond Association 
of Life Underwriters, had a chance to 
see his name printed in half a dozen 
stories on a single page in a newspaper 
along with his picture the other day, 
when a Richmond newspaper carried a 
special page of Boy Scout news. Among 
other things he was mentioned as grand 
councillor, member of the Court of 
Honor, and member eof the executive 
committee of the Boy Scouts’ organ- 
ization. Two other Richmonders identi- 
fied with the life insurance fraternity 
also had their pictures on the page as 
a result of their interest in the Boy 
Scouts. They were Neil D. Sills, Vir- 
ginia manager for the Sun Life of Can- 
ada, and Arthur P. Wilmer, general 
agent at Richmond for the Life of Vir- 
ginia. Both these were listed on the 
Court of Honor along with Mr. Levy. 
Ten years’ service is necessary to get on 
this roll. 

Gaylord Davidson, of the Shenandoah 
Life of Roanoke, Va., at Charleston, 
W. Va., has given another demonstra- 
tion of his belief in publicity and his 
genius in writing full-page advertise- 
ments that carry a “punch.” Ina recent 
issue of the Charleston “Gazette” Mr. 
Davidson inserted a full-page editorial, 
entitled “Make No Little Plans,” taken 
from the well-known slogan of Daniel 
H. Burnham, and adopted also by the 
late Charles D. Norton, who was con- 
nected not only with the Northwestern 
Mutual Life, but later as a director with 
the Equitable of New York. This edi- 
torial was an appeal to the members 0 
the West Virginia legislature to appro- 
priate a reasonable amount of money 
to complete an adequate state capitol. 
The “Gazette,” referring to the page 
editorial in an editorial of its own, refers 
to Mr. Davidson as a man of broad ideas, 
evidenced in the past as in his latest 
appeal to the consciousness of the peo 
ple of the state, adding that the editorial 
was “born of only the patriotic desire 
to aid in clarifying the atmosphere 5° 
that the vision of today will be fat 
across the years.” : ; 

Another page editorial published ™ 
the “Charleston Mail,” under the title 
of “The True Peace of Victory,” whic 
was an appeal to the members ot the 
American Legion, will probably be pub- 
lished in pamphlet form. 


Jack Keenan of Kamsas_ City,, 
passed under the wire a winner in 
‘race of the International Life men 10 
the year ending May 1 the latest fig- 
ures with but a few days missing show 
ing him wjth $2,602,250, nosing ne 
Julius Bohm of Newark, N. J., who 
ished second with $2,474,000. ‘a 

W. Meyer, Jr., who works 
Missouri, threatens to give the 1 
guns trouble during the new 7 
His mark for the past year 000 
approximately $350,000, but about $267, 
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was brought in since Jan. 1. He is 
now travelling at better than a $1,000,- 
000 clip and gaining momentum as he 
swings along. 


I, P. Mantz, consulting actuary of 
Des Moines, Ia., has published a trea- 
tise entitled “Why Men Buy Life Insur- 
ance,” which is an able contribution to 
the material on life insurance salesman- 
ship. This small booklet deals with 
business getting problems largely from 
the other side of the desk. Mr. Mantz 
attempts te treat it from the viewpoint 
of the buyer. Feeling that the psychol- 
ogy of salesmanship is much the psy- 
chology of the buyer, he presents the 
selling problems from this angle and 
outlines a program for the aggressive 
life insurance salesman. 


The following graduates for this 
coming June in the course in statistical 
mathematics and actuarial mathematics 
at the University of Michigan have re- 
ceived appointments, their service to be- 
gin July 1: 

Walter Huehl, assistant in the actu- 
arial department of the Security Life of 
Chicago. 

Burton Dunlop, assistant in statistical 
department, American Telephone and 
Telegraph Company, New York City. 

Otto C. Richter, assistant in statis- 
tical department, American Telephone 
and Telegraph Company, New York 
City. 


J. Edward Durham of Philadelphia, 
whose fortieth anniversary of his con- 
nection with the Penn Mutual Life was 
observed last week, was presented with 
a handsome desk clock by members of 
his agency at a banquet in his honor. 
Mr. Durham, a general agent and trus- 
tee of the company, is president of its 
national Penn Mutual Agency Associa- 
tion. His agency, known as Bourne & 
Durham, has been managed for many 
years by Michael A. Brown, who was 
given a beautiful floor lamp by the 


A. M. Chapman, assistant agency 
manager of one of the Equitable of 
New York offices in Chicago, who has 
been appointed general agent of the 
Northwestern National Life in Indian- 
apolis, will open that territory for the 
Minneapolis company. Mr. Chapman 
was formerly Chicago general agent of 
the Manhattan Life. He and his wife 
formerly lived in Indianapolis and de- 
sired to return to their old home. 


Haley Fiske, president of the Metro- 
politan Life, was elected honorary vice- 
president of the National Security 
League at the annual meeting of the 
organization in New York City. The 
league is waging a continuous fight 
against the communists, of which it is 
said there are fully 422,000 in this coun- 
try, determined to wreck the constitu- 
tion of the United States and to substi- 
tute therefor a communistic form of 
government. 


One of the interesting real estate 
transactions of the past week in Chi- 
cago was the purchase by Superin- 
tendent Thomas J. Houston of the IIli- 
nois insurance department of a mansion 
on Sheridan Road for $55,000, Superin- 
tendent Houston purchased the resi- 
dence of S, R. Pietrowicz at 5733 Sheri- 
dan Road, in the neighborhood of the 
Edgewater Beach Hotel. 


S. H. Pickering, field supervisor of 
the National Fideiity Life of Kansas 
City in South Dakota and Nebraska, 
died the other day following a severe 
attack of pneumonia. He had been ill 
but a few hours. Mr. Pickering was in 
a hospital at Sioux City, Ia. 


Guy MacLaughlin, general agent of 
the Franklin Life at Houston, Tex., is 
having a bronze bust made of President 
George B. Stadden of the company. 
Mr. MacLaughlin is a great admirer of 
Mr. Stadden. He has interested himself 


attracting wide attention. Mr. 


Mac- 
Laughlin will present the bust to Mr. 





Stadden when it is completed, and it will 
be placed in Mr. Stadden’s private office. 











LIFE AGENCY CHANGES 























NEW OFFICES FOR STANDARD 
Two Additional General Agency Ap- 
pointments in Chicago Announced, 
and Others Outside 





The Standard Life of St. Louis has 
opened two general agencies in Chicago. 
Goodschild & Keneipp, with offices at 
3068 Lincoln avenue, will be known as 
the Lakeside Agency and have an or- 
ganization of 25 full-time men. Mr. 
Keneipp until recently was assistant 
manager of the north side branch of 
the Metropolitan in Chicago, while Mr. 
Goodschild formerly was superintendent 
there for the Western & Southern. 

The second agency is Albert Laib & 
Co., consisting of Albert Laib and Sid- 
ney Rosenhaupt, with offices in the loop 
district. 

A third Chicago agency is the Trusco 
Agency Service Company, which will 
place all its life business with the Stan- 
dard. Possibly early next year another 
general agency may be established on 
the west side or south side, but if a new 
office is opened in Chicago some sub- 
agent from another Chicago office will 
be promoted to the new position. 

Other recent Standard Life general 
agency appointments are A. H. Wieman 
at Freeport, Ill, and A. R. Slad at 
Burlington, Ia. It is also planned to 
place two general agents in Kansas 
City, Mo., and four new agencies in 
Michigan within the next few months. 
The company’s program calls for the 
opening of about 30 general agencies in 
Illinois, Iowa, Missouri, Kansas, Nebraska 








“boys” of his staff. 


in a sculptor at Houston, whose work is 


and Michigan before fall. 


CARTER GOES WITH CENTRAL 
Takes Southern California General 
Agency of Des Moines Company— 
Formerly at Nashville 





After nearly seven years of service 
with the Bankers Life of Des Moines, 
William H. Carter has resigned to be- 
come the Southern California general 
agent in Los Angeles of the Central 
Life of lowa . He was agency manager 
of the Bankers Life at Nashville, Tenn., 
for six years prior to September, 1922, 
at which time he disposed of his agency 
to Fite & Woods, and was transferred 
to the Los Angeles agency of the Bank- 
ers Life as agency supervisor. 

Mr. Carter has established offices at 
1115 Lane Mortgage building, Los An- 
geles, and is now engaged in organiz- 
ing and developing his field force. 





Conservative Life Appointments 

Joseph S. Peterson and Frank A. Nel- 
son, former agents of the Conservative 
Life of Sioux City, Iowa, at Ringsted, 
Iowa, have been promoted to general 
agents under the firm name of Peterson 
& Nelson. 

Paul Agnew, who is at present pro- 
fessor of science and manual training 
at the high school at Onawa, Iowa, has 
been appointed as district agent at Sioux 
City, Iowa. Mr. Agnew will take up 
his duties immediately upon the close 
of the school year. 

Eugene V. Mulroney has been ap- 
pointed as district agent at Emmets- 
burg, Iowa, under the general agency 
of Peterson & Nelson. 





All of these men have completed the 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets’ - ~ 


Lincoln, Nebraska 


$22,300,000.00 





GENTLEMEN: 








Ses 


Mahaska, Kansas, March 17, 1923. 


Bankers Life Insurance Company, Lincoln, Nebr. 


I have today matured a $2,000.00 twenty payment life policy with your company and 
your general agent, A. O. Emrick, has handed me draft for $668.00, surplus earned on the 
policy. Besides receiving a paid up participating policy of $2,000.00. 


The small saving of $60.80 per year paid my premium and has increased the value of my 
estate $2,668.00. The premium period is over, and I am to receive an annual dividend as 
long as I live and at my death my family will receive $2,000.00. 


Had I taken the cash value of the policy I would have received $1,595.00, but the option 
of settlement that I have chosen pleases me. 


I wish to thank you for your promptness in making this settlement and heartily recom- 
mend your company to anyone wishing to carry life insurance. 


I wish the Bankers Life continued success and hope that I may have the pleasure 
of maturing my two other policies of $5,000.00 and $2,000.00, which I carry with you. 


Yours very truly, 


FRED W. LOWE. 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 

* Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 





Amount of policy 





If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


Name of insured. . 
Residence........ 


Pea seesvaivnnen’ $2,000.00 


Total premiums paid.......... 


SETTLEMENT 


Total cash paid to Mr. Lowe. ..... . . $668.00 
And a paid-up participating policy for 
$2000.00 


Laie waa Fred W. Lowe 
basa aagd Mahaska, Kans. 


... 1,216.00 
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DO MEN WANT | 
LIFE INSURANCE? 


Is it possible to present the idea of protection in such a way that 


the presentation will 


be a pleasure 


to the salesman and will 


strike a responsive chord in the prospect’s mind? 


NATIONAL FIDELITY field men are shown how to harmonize 
the complete, modern insurance service of this Company with the 
individual desires and needs of the prospect, thus establishing a 


happy and profitable relationship on a sound 


basis. 


Do you know what it means to represent a company which builds, 


with intelligence and certainty, a body of 


WILL in each 


community where its representatives operate? 


Can you apprciate the practical value to you of working with a 
Company whose standard of risk limitations is such as to increase 
the field of good prospects by at least 12%? 


These are but a few of the advantages which go with a NA- 
TIONAL FIDELITY Agency Contract. 


Some choice open territory in Missouri and Kansas right now. 


If 


interested in openings in these states, or in Iowa, Minnesota, South 
Dakota, Nebraska, Illinois, Oklahoma and Texas, write at once to 


Field Service Department 
Thirteenth Floor Federal Reserve Bank Building 
Kansas City, Mo. 

RALPH H. RICE, President 











A New York Life Insurance Company 
Offers an attractive manager's contract for HARRISBURG and SOUTH- 
ERN PENNSYLVANIA in which territory the Company is not represented. 
Agents receive cooperation at all times, they are assisted with prospect 
service plans, $100,000 and $200,000 Clubs, attractive literature, up to date 
policy contracts, and quick action on applications. 

A Home Office official will be glad to talk with you about a practical 
method of developing a successful agency. 


All negotiations strictly confidential. 


Address Success, D-70 Care The National Underwriter. 

















CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up i 
ness, 


thus standardizing and conserving the busi: 


increasing 
the policyholders satisfied, and at ically no expense to the Companies. 
Our ref i yearect satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
* Chicago, I 


lerences cover eighteen years 


10 So. LaSalle St. 


Achted hi 
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Te GLOB 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 

Gain in income over last five years 

Gain in admitted assets over last five years 

Gain in insurance in force over last five years 

Gain over last five years 

The above figures are the results of the highest grade of service [to 
policyholders and representatives. 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


Average 


MUTUAL LIFE 
INSURANCE COMPANY 


250% 
661% 


The latest is 





T. E. BARRY, President, General Manager and Founder 


educational course of the company, 
which is required shall be taken by all 
‘full-time men. 


——_— 


William A. Willis 


William A. Willis has been appointed 
state manager for the Peoria Life in 
Kentucky, with headquarters at Louis- 
ville. Mr. Willis succeeds Col. Walter 
H. May, who was recently called to the 
home office to act as inspector of farm 
mortgage loans. Mr. , Willis has been 
with the Peoria Life for five years and 
has been a consistent and regular mem- 
ber of the producers clubs from his first 
connection with the company. 





M. H. Nortland 


M. H. Nortland, formerly in North 
Dakota and more recently in San Fran- 
cisco, has returned to the Mutual Trust 
Life as field superintendent in Wash- 
ington, Oregon and Montana. He will 
make his headquarters at the Seattle 
office. He was formerly one of the 
stars in the Kneeshaw agency of the 
Mutual Trust Life in North Dakota. 
He began his life insurance career after 
graduating from the University of 
North Dakota. Two years ago he was 
forced to leave his general agency at 
Bismarck, N. D., on acceunt of ill 
health. 





John T. Bailey 


John T. Bailey has been appointed 
general agent for the Volunteer State 
Life of Chattanooga at Oklahoma City, 
succeeding A. E. Kull. Mr. Bailey is 
a prominent man in his community, 
being president of a bank, former presi- 
dent of the Oklahoma Clearing House, 
president of the Oklahoma Bankers’ 
Association and a leader 
activities. 





Joseph H. Gray 


B. Von Damn, manager of the San 
Francisco branch office of the Missouri 
State Life, has associated with . him 
Joseph H. Gray, prominent life under- 
writer of the Pacific Coast. Mr. Gray 
was for 15 years with the New York 
Life in San Francisco, working up from 
office boy to agency director. When H. 
J. Saunders was made vice-president of 
the Western States Life of San Fran- 
cisco, Mr. Gray left the New York Life 
to go with the Western States. For 
three years he was superintendent of 
agencies. In 1913 he went to Port- 
land, Ore., where he became superin- 
tendent of agencies for the Columbia 
Life & Trust. When that company 
went out of business he was appointed 
general agent for the New England 
Mutual Life at San Francisco, holding 
this post from 1919 to the fall of 1922. 
He then returned to the Western States 
Life as agency director and now goes 
with the Missouri State Life. Mr. Gray 
has been an active association worker, 
serving as secretary and vice-president 
of the San Francisco Association. 





Francis Raichlen 


The Charles F. Joyce Company of 
Buffalo, N. Y., has been appointed gen- 
eral agent for the Penn Mutual Life, 
opening a life department in addition 
to its casualty business. Francis Raich- 
len, formerly assistant superintendent of 
the Prudential office at Buffalo has been 
made manager of the life department. 





Warren D. Church 


The Missouri State Life has opened 
a new branch office in Baltimore, Md., 
with Warren D. Church as_ branch 
manager. Mr. Church has been in the 
Missouri State organization for the past 
five years and formerly was _ general 
agent at Wheeling. W. Va. The new 
offices are in the Fidelity Building. 





International Life Appointments 


The International Life of St. Louis 
has appointed several new_ general 








agents, including Warren E.- Davis at 


in all civic, 





Salt Lake City, who: will handle all of 
Utah; W. J. Biebesheimer at Cedar 
Rapids, Ia., for eastern central Iowa, 
and O. W. Chandler, Hannibal, Mo., for 
northeast Missouri. 


E. W. Beerman 


Earl W. Beerman of Omaha, Neb., 
has been appointed state manager for 
Nebraska by the Bankers National Life 
of Denver. Mr. Beerman is joining with 
E. C. Bigger of Lincoln, Neb., in the 
management of the state. Mr. Beerman 
has been in the insurance business for 
a little over a year and in that short 
time has demonstrated his ability as a 
personal producer and an organizer. 








E. W. Morrow 


The Union Central following the resig- 
nation of Manager R. Levy of St. 
Louis has appointed Charles E. Morrow 
general agent at that point. Mr. Morrow 
for 19 years was with the New York Life 
at Memphis, Tenn., but has been out of 
the life insurance business for several 
years during which.time he managed the 
cotton business of his father. He is con- 
sidered one of the ablest life insurance 
men of the south and will take charge of 
the Union Central’s interests in the sixth 
largest city with bright prospects. 





“Hunter & Hunter and H. J. Spencer 


Following the death of Cary J. Hunter, 
general agent for North Carolina of the 
Union Central at Raleigh, the state has 
been divided into two general agencies, 
the eastern half being taken by Hunter & 
Hunter, a brother and -nephew of the 
former general agent. H. J. Spencer, of 
Charlotte, who has been with the South- 
ern Life & Trust takes the western half. 


John R. Davis 


John R. Davis, special agent for the 
Travelers at the 23rd street branch of 
the New York City agency, has been ap- 
pointed manager of the new 59th street 
branch of the life and accident depart- 
ment. Mr. Davis has been with the 
Travelers for three and one-half years, 
beginning in the Independence Square 
branch of the Philadelphia agency, under 
former Manager Billingsley. He went to 
New York in May, 1921, to assist in open- 
ing the 23rd street branch. Mr. Davis’ 
efforts had much to do with the building 
up of this office. He will continue to 
devote most of his time to employing 
and training agents.. Mr. Davis was in 
the fire insurance business for 11 years 
prior to his connection with the Travel- 
ers, having been with the Great Americaa 
in office and field. 





Life Agency Notes 


Arthur Nixon has become district 
superintendent at Redlands, Cal., for the 
Mutual Life of New York, under Fred ©. 
Hathaway, manager at Los Angeles. 

W. A. Beggs, Jr., formerly connected 
with the Federal Union of Cincinnati, 
has joined the staff of the Penn Mutual 
Life in Columbus, : 

Leo E. Thomas, well known Detroit 
life insurance man, counselor, announces 
that Henry Steffens, Jr., certified public 
accountant, has become associated with 
his office. Mr. Steffens has just retired 
as Detroit city controller. He was the 
youngest man that has ever held that 
important municipal position, having 
been appointed by former Mayor Jame 
Couzens, now United States senator 
from Michigan. 


———, 
—— 





The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 


eee 
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MILES FILES A SUIT 


ASKS OVER $300,000 DAMAGES 





Statements in the Petition in Case 
Brougkt Against Manager Irwin 
J. Muma of Aetna 





LOS ANGELES, CAL., May 5.— 
Considerable interest is being taken in 
the suit that has been filed by R. O 
Miles, well known life insurance man, 
who is now connected with the New 
York Life here and who specializes on 
inheritance taxes. Mr. Miles was for- 
merly manager of the Connecticut Mu- 
tual Life in San Francisco and Detroit. 
He was at one time in the life business 
in Chicago. He brings suit against 
Manager Irwin J. Muma of the Aetna 
Life, asking for $312,000 damages based 
on commissions derived from the solici- 
tation of business over a period of 14 
months of a relatively small number of 
names from a special list presumably 
derived from a secret source. 

In his petition Mr, Miles states that 
the business was largely the result of a 
campaign of advertising in the press, 
mails and in various other ways in 
which he was referred to as the agency’s 
inheritance tax expert. Mr. Miles states 
that after he had become well estab- 
lished in the agency and the outlook for 
business was especially good, the agree- 
ment was abruptly terminated as he 
declares, without just cause or reason. 


Terms of the Agreement 


Mr. Miles connected with the Aetna 
Life in Los Angeles in April, 1921. Mr. 
Miles in his complaint states that un- 
der the terms of the agreement he was 
required to make special preparation 
and study of forms and kinds of insur- 
ance applicable to and for the purpose 
of protecting insureds and their estates 
from taxes and demands of various 
kinds. He declares that Mr. Muma 
promised to place at his disposal a list 
of names and addresses containing up- 
wards of 2,700 persons who were likely 
to be interested in this insurance. It 
was to be referred to as “Inheritance 
Tax and Insurance Counsellor.” The 
commission under the contract was 53 
per cent of the first year premiums and 
a further commission amounting ap- 
proximately to 5 percent of all the pre- 
miums paid to keep the insurance in 
force for a period of five years follow- 
ing the sale. Furthermore, there was 
to be 3 percent for a period of the next 
four years following. This gave nine 
years renewals. 

Mr, Miles declares that he solicited 
about 50 names on the list before Mr. 
Muma refused to furnish any more. Mr. 
Miles declares that between April, 1921, 
up to June, 1922, he wrote new insur- 
ance for about 17 persons out of the 50 
interviewed for an approximate sum of 
$7,819 in commissions. On others whose 
names did not appear on the list, his 
commisions amounted to $4,637. On 
miscellaneous new insurance written in- 
cidental to the solicitation of the special 
form of insurance the commisions were 
$3,186. This made a total on first year 
commissiions of $15,638. 

Mr. Miles declares that during June, 
1922, Mr. Muma denied to him the use 
of facilities theretofore furnished him 
and ceased to cooperate in the procure- 
Ment of business. 


Special List of Names 


_ Mr. Miles declares that in view of the 
fact that he was to specialize on inherit- 
ance tax insurance and not solicit ener- 
Setically in outside lines, the 2,700 
names were to be furnished him and he 
Was thus to be given select prospective 
purchasers of insurance. Mr. Miles in 
'S petition states that he was earning 
pproximately $1,000 in first year com- 
masions a month before he went with 
Aetna Life. When Mr. Muma shut 
wn on the list of names Mr. Miles 
said that he was earning $1,125 new 


Commissions and 
month, $719 renewals per 








The Close of the Day’s Work 


WteEN you begin to figure up your earn- 

ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President 


LOUISVILLE, KENTUCKY 
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INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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Agency opportunities in the following States: Missouri, Kansas, 
Texas, Oklahoma, Illinois, Minnesota, Ohio and West Virginia. 
Additional States will be opened for the right producer. 


EARN AND LEARN 


LEARN through our Agency Correspondence Course 
EARN 7 seaite. our LIBERAL agency contracts 


SELECT your own territory 
REDUCE your rejections through our Sub-Standard arrange- 


ments. 
FINANCE yourself, or we will. 
Get busy al once. Wrile 
FRANK W. ENGEL, Agency Manager 


American National Assurance Company 
3719 Washington Avenue 


St. Louis, Mo. 























PROVIDENT MUTUAL 


Lire INsuRANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 


The policies of the Provident Mutual contain new 
and attractive features,’ including the recently 
adopted and exceedingly liberal ‘Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 








BREAK MORE RECORDS 


ST. LOUIS COMPANIES’ GAINS 





Home Offices in Missouri Metropolis 
All Report New High Marks for 
April and Four-Month Period 





ST. LOUIS, MO., May 8.—Life com- 
panies with home offices here report that 
production continues to break all previ- 
ous records. The Missouri State Life 
broke all company records in April when 
written business, exclusive of group, 
totaled $20,328,548, compared with but 
$9,445,505 for the same month in 1922. 
For the first four months this year the 
written total is $72,702,133 against $38,- 
478,058 for the same period last year. 


Records Don’t Last Leng 


_ The Missouri State has the distinc- 
tion of setting five new month records 
during the past seven months. October, 
1922, was the greatest month in the 
company’s history up to that time, but 
this mark continued only until Decem- 
ber when all marks were .shattered. 
Then January surpassed that, to be 
beaten in March, which in turn takes 
second place to April. 

The written business exclusive of 
group for the first four months this 
year, compared with the same months 
in 1922, follows: January, $19,148,156 
against $8,418,390; February, $13,932,046 
and $10,101,145; March, $19,293,023 and 
$10,513,018; April, $20,328,548 and $9,- 
445,505. 

International’s Record 


_ The International Life shattered ex- 
isting company records the first four 
months of this year when applications 
for $24,400,000 of insurance were received 
compared with $14,300,000 for the same 
period in 1922. 

The April record was $6,350,000 
against $4,600,000 for the same month 
a year ago. The marks attained the 
other 1923 three months and the fig- 
ures for the corresponding month in 
1922 follow: January, $5,800,000, com- 
pared with $2,900,000; February, $5,- 
500,000 against $3,100,000, and March, 
$7,170,000 and $3,648,000. 


Continental Going Strong 


The Continental Life wrote $7,913,000 
the first four months this year against 
but $3,263,000 for the same period in 
1922. In April written business totaled 
$2,010,000 against $1,250,000 for April, 
1922. It will be recalled that the pres- 
ent owners of the Continental secured 
control of the company on Jan. 16, 1923, 
and removed the offices to St. Louis. 
Since that time the new administration 
has made excellent general agency con- 
nections and is now reaping the benefits 
of this organization. During the year 
this company entered Oklahoma, Ten- 
nessee, Kentucky, Illinois, Mississippi, 
Alabama and Florida. 


Other Companies’ Figures 


The American National of St. Louis 
showed a gain of $101,340 written in 
the first four months of 1923 compared 
with the corresponding months of 1922. 
The totals were $1,047,840 and $946,500. 
This company in the past nine months 
has almost completely reorganized its 
agency forces and is now receiving the 
benefits of the changes made. It now 
has $13,000,000 in force. 

The St. Louis Mutual Life is showing 
a consistent gain in business. For the 
first four months of 1923 the written 
totaled $357,855 compared with $264,453 
for the same period a year ago. The 
company had _ $9,265,916.75 in force 
April 30. 

The Central States Life has increased 
its insurance in force more than $1,000,- 
000 in the past year and now has a total 
of $55,000,000. The increase in written 
business for the first four months this 
year compared with the same period in 














1922 was approximately 25 percent. 
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NEW STATUTE ON EXAMINERS 





Nebraska Law Now Provides That Cost 
of Examinations Shall Be Limited 
to Actual Expense 





LINCOLN, NEB., May 8.— Only one 
law affecting insurance companies was 
passed by the Nebraska legislature, which 
adjourned sine die May 3. This was S. F. 
72, which fixes the qualifications and fees 
for insurance company examiners. As 
finally amended and passed it provides 
that no one shall be employed as an ex- 
aminer who has not had either two years 
training in insurance accounting or has 
graduated from a good school of book- 
keeping and accounting, preceded or fol- 
lowed by two years practical bookkeep- 
ing experience or four years practical 
bookkeeping experience. 

Every examiner must make out an item- 
ized statement for services, which shall 
include not to exceed actual railroad fare 
for traveling expenses from the office of 
the insurance department at Lincoln to 
and from the office of the company ex- 
amined, together with an amount not to 
exceed $5 a day for hotel and other 
traveling expenses, together with the cost 
of any assistants that shall be necessary, 
and $10 a day for service of examiner or 
assistant. 

The examiners and assistants shall re- 
ceive pay for only the time actually em- 
ployed on the examination, with eight 
hours as a day’s work. The examiners 
and assistants must make an_ itemized 
statement of the actual time spent and the 
place where such time is spent. The time 
spent in the office of a company shall be 
verified by an official of the company, and 
that spent elsewhere by the secretary of 
trade and commerce. 


PENN MUTUAL PUBLICATIONS 





Three New Monthlies Added to List 
Issued Under Supervision of 
Stewart Anderson 





Three new monthly publications of 
the Penn Mutual Life made their debut 
this week. Since Stewart Anderson has 
taken over the direction of the publica- 
tions department, the company is pur- 
suing a much more aggressive policy in 
supplying data and arguments to its 
agents by means of publications. 

The new publications are “Penmu 
tualisms” (devoted to mortality lists, 
letters from prominent men commend- 
ing life insurance, and contributions 
from the field force), “Sales 


insurance journals and house organs) 


and “Penn Mutual Comradeship,” the | 
snappy organ of the company’s athletic J 


association, edited by Carroll H. Frey. 
The first two, as well as the familiar 
“News Letter,” are edited by Mr. At 
derson, assisted by Mr. Frey. “Sales 
Letter” and “Penmutualisms” are filled 
with rich, helpful material and very at 
tractive typographically. Mr. Anderson 
promises a substantial increase 1 the 
size of “Penmutualisms” after the 
force has been given the opportunity ' 
contribute. 


St. Louis Company’s New Building 


The St. Louis Mutual Life, which 
lays claim to being the oldest old line 
life insurance company in the west— 
‘organized in Missouri in 1857 under 4 
perpetual charter—has remodeled 4 14 
room residence on Washington boule- 
vard just west of Grand boulevaré 
converting it into a handsome offict 
building as its new home. It is 4 = 
pany boast that it has never conteste 
a claim. Frederick H. Kreisman 
president, James M. Rohan, Otto V A 
helmy and E. Tocacz, vice-presidents: 
E. J. Meyer, secretary. 
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FIGURES OF 


FRATERNALS 








M fen Illinois insurance department 
has issued a preliminary report on 
all fraternals operating in the state, 
showing financial and income statements 
of all and in the aggregate. The total 
income in Illinois was $20,529,396 and 
insurance in force in the state by all 
fraternals is now $1,101,714,017. Illinois 
fraternals reported income in Illinois of 
$13,706,484 and amount in force in the 


state at $730,851,664. The Illinois fra- 
ternals had total income of $50,031,459 
and insurance in force of $1,757,915,127. 
The aggregate income from members 
of all fraternals operating in Illinois was 
$146,601,261, insurance in force being 
$7,465,244,523. The leaders in income, 
showing Illinois fraternals with income 
over $500,000 and other fraternals with 
over $1,000,000, are as follows: 





General Business Illinois Business 
Paid by Total Paid by Total 
Illinois Fraternals Members in Force Members in Force 
Bem. Agnes. Tig. Mmpl....scccccss $ 1,181,565 $ 3,126,000 $ 155,475 $ 395,500 
Cath. Order of Foresters........ 2,948,881 os 8S errr 33,096,000 
Ch SE. ccc connate seeee 737,754 21,189,732 392,331 12,881,393 
a ks 60 nee a eee 1,910,084 78,562,027 995,780 39,762,308 
Mod. Woodmen of Amer......... 24,655,129 1,631,457,500 4,343,411 288,049,500 
De SOURED goscccsticcceeses 2,158,719 84,841,357 1,166,211 46,685,250 
Pe 2. MOD. ccccccocese 1,578,818 75,459,200 339,742 15,280,100 
Polish Rom. Cath. Un............ 976,341 47,624,850 307,166 16,228,250 
Dt Ps. acanceheceencesas 785,199 28,506,750 589,575 18,610,759 
Royal Neighbors ............... 6,226,971 400,897,500 1,562,226 101,968,750 
SG Belt, Bie cccccccccecccs 832,215 20,717,500 102,074 2,648,950 
Woman’s Cath. Foresters........ 2,124,084 59,948,650 1,186,673 30,835,078 
Fraternals of Other States 
Pe. Be wie Wecteseanensauce 2,321,204 111,876,732 192,412 11,892,282 
Pi Me Dseceedsoneseceses — 1,645,057 68,643,008 345,114 14,778,220 
Broth. Amer. Yeoman, Ia........ 5,746,920 261,815,150 102,140 7,401,800 
Pvet. AIG OM... BORBecccccccccece 3,432,981 86,172,053 125,568 2,895,011 
German Ben. Un., Pa............ 1,019,586 36,486,550 66,809 2,386,450" 
Ind. Ord. Broth. Abraham, N. Y.. 1,182,976 71,406,000 45,876 2,695,500 
Knights of Columbus, Conn...... 3,690,409 241,295,111 489,881 38,691,995 
Knights of Pythias, Ind........ 3,367,637 114,878,254 179,181 6,853,516 
Ladies Cath Ben., Pa...........- 2,664,699 86,666,788 246,377 8,515,677 
DGROEE. EEON caecrecceocquecees 9,045,396 285,872,322 566,247 19,224,046 
Modern Brotherhood, Ia......... 1,213,186 56,044,467 46,497 2,449,957 
Mod. Order Praetorians, Tex..... 1,036,108 44,962,804 > 122 7,000 
i i, Mn cestistenednees 3,015,173 57,098,958 810,124 15,795,746 
eee Cee, THE Oevccccvccvecce el! errr 64,530 26,965,000 
Protected Home Circle, Pa....... 1,572,986 106,262,720 26,236 1,255,000 
Royal Arcanum, Mass........... 6,087,658 203,438,625 543,380 19,871,149 
Security Ben. Assoc., Kans........ 3,895,250 266,911,749 519,846 37,430,005 
Wom. Ben. Macabees, Mich..... 3,495,529 188,549,475 337,671 19,953,319 
Woodmen Circle, Neb..........-. 2,675,409 134,661,357 52,774 2,547,925 
Woodmen of World, Neb........ 13,069,229 646,003,156 279,916 11,880,937 
Workmen’s Circle .......+++-++-+ 1,004,153 21,531,100 65,237 1,311,200 





ABBTOBACE 2c ccccccccscccccccees $146,601 











ANOTHER BIG LIFE POLICY 





Floyd L. Carlisle’s Companies Are Tak- 
ing Out Business Insurance and He 
Is Securing Personal Line 





Another “Jumbo” life policy is re- 
ported from New York, a_ $3,000,000 
policy being in prospect on the life of 
Floyd L. Carlisle, head of the F. L. 
Carlisle & Co., and president of the 
St. Regis Paper Company of New York. 
It is reported that Mr. Carlisle has been 
examined for life insurance, the total 
amount of which will rank among the 
largest taken out on an individual life. 
It is practically certain that at least 
$2,000,000 will be taken and probable 
that an additional $1,000,000 will be ap- 
plied for on the same examination. The 
St. Regis Paper Company is taking $1,- 
000,000, Mr. Carlisle’s own investment 
company will take $500,000 and another 
$500,000 will be taken as personal life 
msurance by Mr. Carlisle. 





Honor Van Arsdall at Los Angeles 


Dr. and Mrs. George B. Van Arsdall 
were guests of honor last week at Los 
Angeles at an informal meeting attended 
¥ Practically the entire field force of the 
“quitable agency there with their wives 
and sweethearts. Dr. Van Arsdall, who 
1s dean of the school of salesmanship of 
the Equitable Life of New York was con- 
ducting the 47th school that has been held 
since he undertook this feature of the 
yucational department of his company. 
Re left Los Angeles Monday for San 
Fancisco to hold a school for that agency. 





Great Northern’s Minneapolis Meeting 


i = Great Northern Life of Chicago 
ae olding a regional agency meeting 
a Minnesota agents in Minne- 
_ 4 Thursday and Friday of this 
Presid President H. G. Royer and Vice- 
tends ent John A. Sullivan are in at- 
atte — from the home office. Especial 
— ion is being given to the life in- 
Sulling: end which is handled by Mr. 
ian. W. A. Gillis, manager at 


CLEVELAND AGENTS IN RALLY 





District Meetings of Union Central Held 
Last Week, Williams and Clark 
Representing Home Office 





The Cleveland agency of the Union 
Central, of which Wm. L. McPheeters 
is manager, held a district meeting May 
5 with about 35 agents in attendance 
from northeastern Ohio. 

George L. Williams, vice-president, 
and Jerome Clark, assistant superintend- 
ent of agencies, represented the home 
office, and took part in the program. 
Carroll L. Beck, assistant manager of 
the Cleveland office, gave an interesting 
chart talk on the use of the ratebook. 
O. W. Carpenter, a general agent of the 
company for more than 20 years, 
showed how much more favorable pres- 
ent-day conditions were for writing 
business. Steve B. Hewes, one of the 
company’s largest producers, empha- 
sized the importance of approaching the 
work in the right mental and spiritual 
attitude, that of cheerful, thankful ex- 
pectancy. 

Mr. Clark spoke at the luncheon and 
stated that it was the company’s aim to 
make the “billion dollar club” by the 
end of the year. It has, so far, made 
es monthly quotas necessary to do 
this. 


Bankers’ Life St. Paul Meeting 


An enthusiastic regional sales com 
vention of general agents of the Bank- 
ers’ Life of Iowa was held in St. Paul 
May 4. Nineteen general agents were 
in attendance from Minnesota, Michi- 
gan, Wisconsin, Iowa, North and South 
Dakota, William Jaeger, general sales 
manager, and O. C. E. Jackman, re- 
gional sales manager, were in attend- 
ance from the home office, and ad- 
dressed the general agents on matters 
pertaining to agency management. It 
developed at the meeting that business 
so far this year in the territory repre- 
sented was averaging 20 percent in- 
crease compared with the same months 





“imneapolis, is in char f 
: ge of the ar- 
Tangements for the meeting. 


last year. Messrs. Jaeger and Jackman 












+Ty - Chicago National 
Bere) Life Insurance Com- 
SS] pany has special in- 
—2J ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 


ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National GAnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 
202 So. State St. Chicago, III. 


























HUTCHINSON, KANSAS 


STEPHEN M. BABBIT, President 




















returned to Des Moines that evening. 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 














H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York Western Office: 327 S, LaSalle St., Chicago 














Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








| W. D. WYMAN, President 





Th s Com: has alwa those ies in the conduct of its busi that h i i b 
spessL tt tala cal oe tang” * eames 
Has always rendered the highest grade of service to its policyholders. 

ico chraze extended sencenchle exsistense end enssaregument to the sxpsescatatives to dovelep end bell 


Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, the in- 
terest of all policy holders. 
Winfield S. Weld, Supt. of Agencies. 











AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President Secretary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 











BIG SOUTHERN RALLY 


BIRMINGHAM SALES CONGRESS 
Good Program Arranged and 1,000 
Alabama Life Insurance Men 
Expected to Attend 





BIRMINGHAM, ALA., May 8— 
With many of the national leading 
insurance authorities in attendance and 
approximately 1,000 Alabama insurance 
men present, the Alabama Life Under- 
writers will hold a sales congress Fri- 
day, May 11, at the Tutwiler Hotel, 


Birmingham. ; 
A. O. Eliason, president of the Na- 
tional Life Underwriters’ Association, 


will preside and an excellent program 
of speakers has been arranged, including 
Prof. Lee Bidgood, Prof. George Lang 
and Instructor Fitts of the school oi 
insurance, University of Alabama, and 
Frank N. Julian, state insurance com- 
missioner. Former Governor W. D. 
Jelks, president of the Protective Life 
of Birmingham, is to deliver the address 
of welcome, while W. C. Folmar, general 
agent of the Franklin Life at Troy, Ala., 
will respond. 

Possibility that members of the Ala- 
bama Life Underwriters’ Association 
would go on record at the meeting as 
being in favor of the creation of a port- 
folio in the cabinet of the president of 
the United States of a secretary of in- 
surance is being predicted by those in 
touch with matters. 

Among those who are taking the lead 
in arranging for the sales congress are 
General Chairman Herbert Baum; 
Arthur C. Crowder, chairman program 
committee; W. I. Pittman, president of 
the Birmingham association, and others. 
General agents of every insurance com- 
pany in Birmingham have agreed to 
bring their men in a body to the meet- 


ing. 
Field Club in Session 


The Mutual Life Field Club for North 
Dakota and northwestern Minnesota 
held its annual convention at Fargo, 
N. D., last week under the supervision 
of State Manager Hiram T. Lewis. Mr. 
Lewis opened the meeting with an ad- 
dress of welcome and was followed by 
a talk on “Our Medical Department and 
What It Means” by Dr. Arthur C, Mor- 
ris, medical referee. Supervisor Walter 
R. Vincent spoke on “Points of Inter- 
est From the Revision of Inspection 
Department” and William A. Fitzger- 
ald, agency cashier explained, “How 
This Office Can Better Serve You.” A 
sales demonstration was given by Jacob 
Birder and Jacob Maurer at the after- 
noon session, following a review of pol- 
icy forms by Mr. Lewis, Professor 
Humbstone of the University of North 
Dakota spoke on “Psychology of Sales- 
manship.” An open discussion closed 
the afternoon session and a banquet in 
the evening closed the day’s activities. 


New York Life Meetings 


A party of home office officials of the 
New York Life have been making a 
tour of the country, holding district 
agency meetings, St. Louis, New Or- 
leans and Richmond, Va., having been 
visited in the last ten days. Secretary 

. H. Pierson, Superintendent of 
Agencies, L. S. Lindsay and E. E. An- 
drews, agency counsellor in Chicago, 
were in the party that made the swing 
around the circuit. 

Show Gains in Ohio 

For the first four months in 1923 life 
insurance companies operating in Ohio 
have made big gains over the corre- 
sponding period of last year, some of 
the agencies reporting an increase of 
as much as 40 percent. Several reasons 
for this advance are given, among them 
the spirit of thrift, the inheritance tax 
and an appreciation of men of large 
business interests of the necessity of 
protection should any unfavorable situa- 
tion develop. 





Inst 


STOCK CHANGES HANDS 


LINDQUIST HEADS MERCHANTS 








DE 
“big ¢ 
Secures Control of Former Zenith Com- | penite 
pany—May Merge It With ae 
Travelers Equitable the D. 

Mac 
, Minne 

MINNEAPOLIS, MINN., May 8.—J] from 
Gustaf Lindquist, former Minnesota in- [helpin; 

surance commisisoner and president of 
the Travelers Equitable, has _ been 

elected president of the Merchants Life ‘I’m 
& Casualty of Minneapolis. This is the the litt 
result of Mr. Lindquist and associates Jthe co 
having purchased five-sixths of the stock § people. 
of the Merchants. Robert Vollbracht§ “Bill 
has been elected secretary, and QO. D. carries 
Hauschild treasurer. The board of di- J pushes 
rectors, in addition to the officers, in- Jtake a1 
cludes: H. H. Hunt, J. L. King, E. N. fumns o 
Nichols, Dr. E. B. Bradford and A. F.§ “Bill 

Stoltz, the latter having formerly been § yard. 
secretary-treasurer of the Merchants. his nos 
“Will the Merchants be consolidated §shade « 
with the Travelers Equitable?” Mr. §back of 


Lindquist was asked. store, tl 





“As yet we have no statement tof’ “He's 
make,” was Mr. Lindquist’s reply. “This 975 per 
matter will be taken up at a mecting of § succeed 
the board of directors within a few §age mar 
days. We can make no definite an- Bus. € 
nouncement until that time.” ums, hi 

It seems to be pretty generally un- “For ; 
derstood, however, that the plans inffand we 
view contemplate the taking over of the Bhim. V 
Merchants by the Travelers Equitable. § ways be 
In such event the Travelers Equitable 
will secure an addition of $1,500,000 of 
life insurance in force, and an additional ¥  “Bjf] | 
12,000 casualty policyholders with af He tells 
$200,000 a year casualty premium in- groceryn 
come. Such a consolidation would make § bank wit 
the Travelers Equitable a company with ff not too } 
a premium income of nearly a million 2 he was 1 
year. The Merchants Life & Casualty § many co 
was one of the leading units ot the Band usuz 
Zenith interests, originally organized by § nor a ga 
S. D. Works, former Minnesota cou-§ “] hay 
missioner. ; He’s wit 

: a strong ri 
Will Organize $100,000 Club Bill’s pas 

The American National of St. Louis school b’ 
will organize its first $100,000 Club a ree F; 
a sales conference to be held in them “Ve hit 
home offices in St. Louis June 8-9 *0cery s 
Among the speakers will be Branch a little m 
Rickey, manager of the St. Louis Car- J &oCery, t 
dinals, who will endeavor to inject some — but 
of his brand of pep into the American ("t k 
National hustlers. ¢ Jail h 

The tentative program for the sales At a | 
gatherings calls for business sessions on the Ax 
each morning while the afternoons wil , girl, J 
be devoted to recreation. The baseball ies. 1 
games will be taken in followed by a we a 
automobile tour of St. Louis and vicit- ater he n 
ity. There will also be a banquet a G 
the University Club the evening of Jun «¢ 
8. Mr. Rickey will be one of the speak & ne d 
ers at that gathering. maltese 

—_—_——_. Bill. Bill 
Goes to Cleveland Office pmes to 

A. W. Buettner, for the past elevet _ Af 
years assistant cashier of the H. Wibit®, fname 
Spence agency of the Mutual Life o! ae 
New York at Detroit, has been pro “Re Tt 
moted to cashier at Cleveland. This om Bi 
makes the second new appointment 1% iy 24 wa 
the Mutual Life office at Cleveland *y ~ 
within the past two weeks, as C. } Bw. a 
Wallace, former cashier, succeeded ©. chain wa 
M. Post as manager. = and 

Mr. Buettner started with the com® « ‘Nag 
pany as assistant cashier at Syracusé, omy t 
N. Y., in 1907. After one and a half man - = 
years there he was transferred to ae me ag. 


ledo as assistant cashier, and remainetiy,, . 4 
e é 


there three years before going to alk of life 
troit. of Bill le ~ 
Big Railway Policy Seen 7 be 

The Kansas City Southern Railway Wouldn 


000. 
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ips | /nspirational Selling 
Talk By F. T. McNally 
NTS By GEORGE BROWN 
DETROIT, MICH., May 7.— The 
“big case” man must have felt kind of 

Com- | penitent after Frank T. McNally got 
through putting up a plea for “the 
average man” at the sales congress of 
the Detroit life underwriters here today. 
Mac is Mass. Mutual manager at 
Minneapolis: and he came all the way 

, 8—Jfrom there to here to give “Bill” a 

ta in- fhelping hand. 

, a Speaks of Average Man 

s Life “I’m talking for Bill, the average man, 

is the [the little fellow with the bald head in 

ciates [the comics representing the common 
stock § people. 

yracht§ “Bill rides in the street car. He 

©. D.fcarries his grocery packages home. He 

of di-§pushes the baby carriage. He doesn’t 

-s, in- §take any interest in the financial col- 

E. N. Jumns of the newspapers. 

A. F “Bill works at the bench or in the 

- been Syard. You'll find him in the office with 

ants. his nose deep in big books, a green 

idated shade over his eyes. You'll find him 

’ Mr. back of the counter in the department 
store, the grocery, on the milk wagon. 

nt tof! “He’s numerous, is Bill. He makes 

“This §75 per cent of mankind. He tries to 

zng of succeed in life but he has only the aver- 

a few §age man’s brain, yet he makes or breaks 

te an-—fus. We get tired of his quarterly prem- 
ums, his procrastination, his lapses. 

ly un-@ “For all his sins he furnishes volumes 
uns inffjand we can’t make a showing without 
of the Bhim. We've got to know Bill and his 
titable. J ways because we’ve got to have him. 
oye Is Congenial Prospect 
litional § “Bill tells us all about his troubles. 
vith affHe tells us things he won't tell his 
1m il-§@groceryman or the teller at the savings 
1 make § bank window. We learn to handle him 
1y with § not too harshly. If we were judges and 
illion 2B he was up before us there wouldn’t be 
asualty § many convictions. He’s usually honest 
ot the Band usually employed, not a drunkard 
zed by Bnor a gambler. 

a cou ® “I have a great sympathy for Bill. 
He’s with us and all around us. His 
strong right arm holds up civilization. 

ib Bill’s parents were poor. He went to 

Lot school but he didn’t get a chance to 

“tub at stick. Family needs and family trouble 

‘1. Oe drove him to work. He went into a 

re 8-§, fp Socery store at $7 a week. He’s getting 

Branch a little more now but he’s still in the 

ig Car- fy Srocery, the world of opportunities out- 

* some side, but his mind is stunted and he 

sos doesn’t know enough to break out of 

nerican a “stag 
the jail he’s in. 

eo sale “At a public dance some evening or 

essions  " the Avenue Saturday night he meets 

ins wil: Si. He wants a home, a garden, 
sasebal babies. He marries. after a while he 
| by an buys a lot on instalments and a little 

4 vic later he manages a little home. 

quet at Guard Selling Approach 

hes “One day a polished, suave gentle- 


man comes along. In a kindly, friendly, 
courteous way he paints a picture for 
Bill. Bill listens and when his time 
. comes to say something he shakes his 





lees head. After a little more talk he says 
" Wibirt ¢ couldn’t go more than one or two 
‘Life of thousand. What will it cost? Too 
on prope uch. They need every dollar. 
= This But Bill things it over, thinks hard, 
ment 10 on his way home. He thinks harder 
levelan till when the kiddies rush at him in the 
~. “oor yard. He does more thinking 
aded E when he settles down in the old rocking 
c chair and sticks his nose into the even- 
ng paper. 
oS After the youngsters have gone to 
1 a hall ed he says to Mary: ‘A life insurance 
to To =~ was talking to me today. He wants 
emainel” ‘© take a couple of thousand for 
to sou and the kids.” The wife frowns. 
alk of life insurance brings the thought 
% Bill leaving them. She doesn’t lack 
Practical ideas but she puts from her the 
a. ought of death. 
Railway Wouldn't it be better to look Bill in 


; in the@the eye and not give Mary a chance to 
mployes##tiscourage him? Tell him it isn’t a 
th, ac? Matter for the wife to decide. It’s his 
nt. ThEtesponsibility. It’s his duty. 
$17,000; Ow many thousands of Marys are 





-| will occupy the morning. 


HAVE STRONG LINE-UP 





GIVE DETAILS OF PROGRAM 





Big Round-Up of Agents Planned for 
July 23-25 by Northwestern 
Mutual Life 





Details of the annual home office 
meeting of the agents’ association of 
the Northwestern Mutual Life have been 
announced by the committee in charge. 
This agency rally will be held at the 
home office in Milwaukee, July 23-25, 
and a well rounded educational program 
as well as recreational program has been 
arranged. The first day will be devoted 
largely to get-together meetings and 
conferences of the producers’ clubs. 
There will be a noon luncheon on Mon- 
day at the Hotel Pfister for district and 
special agents who are doing develop- 
ment or organization work. In the even- 
ing there will be a dinner at the Mara- 
thon Club for the general agents and 
the district or special agents. During 
the afternoon inspection tours will be 
made through the home office, in order 
that the field men may acquaint them- 
selves with the home office routine of 
policy writing. 

On Tuesday morning President W. D. 
Van Dyke will make the opening ad- 
dress, to which T, A. Peyser, president 
of the agents’ association, will respond. 
The business session of the association 
In the after- 
noon a series of papers will be pre- 
sented on the general theme “How to 
present Northwestern policies in a man- 
ner that will attract attention.” The 
annual banquet will be held in the even- 
ing in the home office building. 

On Wednesday morning H. F. Tyrrell, 
legislative counsel of the company, will 
speak on “The Northwestern’s Fifth 
Anniversary.” C, H. Parsons will speak 
on “The Company’s Response to Field 
Men’s Demands,” Vice-President M. J. 
Cleary will speak on “Our Heritage, 
Obligations and Opportunity” and 
George E. Copeland, superintendent of 
agents, will close this session. A con- 
ference luncheon will be held Wednes- 
day noon at the Hotel Pfister, this ses- 
sion to carry into the afternoon and 
close the covention. Arrangements are 
being made for the usual recreational 
program, a baseball game between the 
agents and home office team being 
scheduled and a golf tournament at one 
of the nearby country clubs. 


Preaches on Life Insurance 


A large number of Lincoln life under- 
writers, with their wives, occupied a 
reserved section of St. Paul M. E. 
church in Lincoln, Neb., last Sunday 
evening, when the pastor, Dr. Walter 
Aitken preached from the text: “If any 
man provide not for his own and espe- 
cially for those of his own house, he 
hath denied the faith and is worse than 
an infidel.” 

Dr. Aitken said that there are four 
great passions in every true man’s 
heart. These are love of home, love of 
humanity, love of country and love of 
God. They are inter-related; their con- 
nection is vital. The one cannot very 
well stand without the other. It was a 
strong appeal for life insurance. 








protected by the faithful Bills. I often 
wonder if the home office officials can 
read the romance of Bill and Mary be- 
tween the lines of the application, Bill 
who is making the noblest sacrifice in 
the world, denying himself for the wife 
— he may have to leave any 
ay.” 








Edwin W. Henne, actuary with the 
Farmers & Traders Life of Syracuse, 
N. Y., announces the arrival of a son 
born April 28. Mr. Henne was formerly 
connected with the insurance depart- 
ment of Iowa as assistant actuary and 





TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
Jan.1,1913  Jan.1,1918 Jan. 1, 1923 
Assets eeseeeeee$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... | 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 
Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President | CINCINNATI, OHIO 
Organized February 23, 1888 




















examiner. 





ROE ORT EIT FRR ES is OP AION 








A Dependable Service Financially Sound, 
With an Intimate Personal Touch 
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1867 EQUITABLE LIFE 7923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
berality 


Safety and Li 
Admitted Assets Insurance in Force 
no. sehedee handel $12,431,725.00 $ 67,326,327.00 
Sere 44,995 ,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE President 


Beaumont, Texas 











p"Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. $1.50 The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 








The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 





Figures from the 63rd Annual Statement which show 
the soundness and strength of the Company: 


Paid-for Business, 1922 - - - $35,422,225.00 
Insurance in Force - - - - 206,310,800.00 
Admitted Assets - - - - - 42,778,214.11 
Liabilities - - - - - - = 36,973,311.84 


Surplus and Dividend Fund - 5,804,902.27 





For information concerning opportunities in the field force 
of The Guardian, address 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


Home Office: 50 Union Square, New York 














Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $52,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 






























NEED BOTH DIGEST AND LITTLE GEM | 








either the Unique Manual-Digest 

or the Little Gem Life Chart in 
the past are coming to use both. An 
agent is really not properly equipped 
with only one of these books. Aside 
from the fact that there is considerable 
information in either book which is not 
in the other and that what information 
is along the same lines is presented in a 
different way, the two books serve dif- 
ferent purposes and supplement each 
other. 

The number of life companies in the 
country is approaching pretty closely 
to the 300 mark; no doubt within a 
few years there will be that many ac- 
tive, substantial companies. 


Information Remarkably Condensed 


It is a fact that if the Unique Manual- 
Digest were not condensed in a remark- 
able way and gotten up in the ordinary 
form it would take several large vol- 
umes to cover the information pre- 
sented. A price of $25 would not be 
high for this service. However, the 
publishers have considered the desira- 
bility of placing this information in the 
hands of every live agent and thus fa- 
miliarizing all agents with the practice 
of the various companies and of life 
insurance in general, and so have made 
a study both in compilation and print- 
ing of presenting the information neces- 
sary to a complete analysis of each 
company in the least possible space. 
The result is a pocket volume of 1400 
pages printed on thin paper, with many 
of the statistical pages set in such 
small type that the ordinary typesetting 
machine can not do the work, with 
binding in flexible leather covers. The 
convenience and simplicity of arrange- 
ment make this vast information avail- 
able to an agent with only an elemental 
knowledge of the principles and prac- 
tices of life insurance. Even in this 
form the publishers of similar works in 
other lines of business state that $10 
would be a low price for the Digest. 


A GENTS who have been using 





However, THE NATIONAL UNDERWRITER 
Company has gone on the principle that 
it prefers a large number of users at a 
low price to a smaller number at a high 
price, so the retail price of the Digest is 
fixed at $3.50. 


Smaller Book Also Needed 


But it is obvious that this book can- 
not be carried by the agent with him 
constantly; besides, he does not need 
detailed information regarding all the 
275 companies except on occasions. 
The Digest is a book for study and in- 
vestigation, to familiarize the agent 
with all the various forms offered and 
the “line-ups” of the different com- 
panies. In his every day kit, provided 
he has the Digest where he can refer 
to it whenever he needs it, he needs 
the Little Gem Chart which gives him 
the figures on the leading policies of 
the 100 leading companies. The Little 
Gem enables him to quote figures and 
results in a general way and serves the 
ordinary purposes of conversation and 
discussion when he touches on the sta- 
tistical side of the business in the ordi- 
nary canvass. The Little Gem touches 
the “high spots” and until an agent gets 
down to the need for a real study of any 
particular company in detail, the Little 
Gem serves his purpose. If he buys 
only the Gem, there are bound to be 
many occasions when he feels at a loss 
and must go to some better equipped 
agent or to his general agent for the 
information which he needs to “talk by 
the book.” The retail price of the Little 
Gem is $2 per copy, that of the Digest 
$3.50, as stated. Usually:an agent by 
buying at his company club rate can se- 
cure both books for $5/or less. Thus 
for $5 a year an agent can fully equip 
himself with both street and office vol- 
umes covering information presented in 
detail and in general of the life com- 
panies of the United States. That is 
why more agents are buying both the 
Unique Manual-Digest and Little Gem 
Chart. 








PASS ALL PREVIOUS RECORDS 





Production Campaign of Southern De- 
partment of New York Life Closes 
With Conference 





A total of $15,000,000 of business was 
written in the first quarter of 1923 in 
the annual spring contest of the south- 
ern department of the New York Life, 
embracing territory from Maryland to 
Florida along the Atlantic Seaboard, ac- 
cording to reports submitted at the 
spring meeting of principal producers 
of the department held in Richmond last 
week. This surpassed all previous rec- 
ords for the same period. The contest 
was staged in honor of Thomas A. 
Buckner, vice-president of the company, 
who attended the Richmond conference 
and voiced his deep appreciation of the 
record achieved. Other home office offi- 
cials present were R. E. Dedell, field 
secretary; E. E. Andrews, agents’ coun- 
selor, and Dr. A. R. Hobbs, medical 
director. 

In behalf of the representatives in the 
Southern field, R. L. Cooney, of Atlanta, 
inspector of agents at large, presented 
Thad C. Bell, inspector of agencies in 
the Southern department, with a leather- 
bound record of business written in a 
supplementary contest in April, as a 
testimonial of the esteem in which he 
is held and as an expression of delight 
over his recovery from recent illness. 

Mr. Bell personally presented A. L. 
Singleton, cashier of the Richmond 
office, with a beautifully engraved gold 
pen and gold pencil as a reward for 
delivering the largest amount of written 
business in April. Mr. Singleton deliv- 
ered approximately 80 percent .of busi- 





ness written through his office, the 
amount delivered being $1,866,000, while 
that written totaled $2,143,000. 

The total written altogether in the 
territory in April was a little more than 
$7,000,000. This was also a record- 
breaker. 

Leading producer in the first-quarter 
contest was John Cannon, Spartanburg, 
S. C., who went over the top with 2 
total of $227,000. W. R. Davis, Rocky 
Mount, Va., was next with $225,000. 
Several women figured in the contest, 
among them being Miss Lena E. Fore, 
Lynchburg, Va., who produced $69,000, 
and Miss Kate R. Crawford, Hartford, 
N. C., who came across with $70,000. 


Two Agencies in Contest 


When Ben Shapiro, manager for the 
Equitable Life at Oakland, Cal.. recently 
visited the E. L. Carson Equitable 
agency at Milwaukee he challenged the 
Milwaukee office to a life writing com 
test in May. Members of the Carsom 
and Shapiro agencies are now hard at 
it. The contest has aroused consider 
able interest and daily reports of the 
progress will be exchanged by the tw? 
offices. 


Would Tax Mutuals and Fraternals 


A bill introduced in the Texas lesi* 
lature last week by Representative Oo. D. 
Baker adds mutuals and fraternals to th? 
list of insurance companies which pay # 
annual tax of 2.6 percent on gross P' 
miums. The measure was reported —_ 
ably by the committee with an amen 
ment that the companies be allowed th 
privilege of investing its reserve in Te 
securities up to 75 percent, with @ et 
mum tax of 1 per cent. Investment e 
reserve funds are not required under ¢ 
bill. 
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ACTUARY FRANKS ON DISABILITY PLAN | 








HILADELPHIA, PA —To the 

Editor.—The questions involved in 

regard to the disability provisions 
used by a great many companies in their 
policy contracts, and the present tend- 
ency towards liberality in the provisions 
themselves, and also the tendency to- 
wards liberality in the acceptance of 
proofs of claim, are very important. 
It is, therefore, very important that any 
statements on this subject should be 
clear and not misleading. 

On account of my connection with a 
company which has for a long while 
used some form of disability provisions 
in its policy contracts, I am very anx- 
ious that my position should not be mis- 
understood. 

eo ¢ 

In view of this I wish to call your at- 
tention to the report of an interview 
with me, published in THe NATIONAL 
UNDERWRITER of Dec. 7, 1922, under the 
heading, “Status of Disability Clause 
Is Uncertain.” This report of the in- 
terview does not correctly represent my 
views, particularly in the heading used, 
and in the following two statements 
which [I quote from the report of the 
interview referred to: 

“Mr. Franks believes that the clause 
has now been so liberalized and en- 
larged upon that the companies are not 
in a position to know whether they are 
making or losing money on their total 
and permanent disability business.” 

“Mr. Franks believes that the com- 
panies are not collecting a high enough 
premium for their total and permanent 
disability coverage, particularly in view 
of the generous settlements that have 
been made in numerous instances.” 


These two statements, together with 
the heading referred to, are in the na- 
ture of conclusions in the mind of the 
reporter rather than direct quotations 
from what was said by me. It is not my 
intention to cast reflections upon any 
one, and from information that has 
come to me I am led to believe that it is 
necessary for me to state clearly that 
such statements do not correctly repre- 
sent my views. 

It has only been within the last few 
years that almost all the companies 
have adopted some form of disability 


and the desire to best serve the public 
have led to certain developments which, 
in my judgment, require careful atten- 
tion. Particularly, within the last two 
or three years there has been a strong 
tendency to construe disability clauses 
as providing tor “temporary” total dis- 
ability as well as “presumably per- 
manent” disability, and such tendency 
is having a material effect upon the ac- 
ceptance of proofs of claim. 

In the opinion of the writer, this ten- 
dency has gone about as far as is justi- 
fied on present premium rates for the 
disability provisions. In fact, there is, 
I believe, an urgent necessity at this 
time that all companies shall be very 
careful in the selection of risks, to whom 
the disability provisions are allowed, to 
work an offset to the tendencies above 
noted. There seems to be no other way 
in sight at present for offsetting the 
tendencies referred to except through 
a reasonable and proper intensification of 
selection. 

I have seen no reason up to the pres- 
ent time to conclude that the companies 
with which I am best acquainted, that 
include disability provisions in their 
policies, do not have the subject well in 
hand and appreciate what they are 
doing, but it has seemed to me well to 
give a note of caution against allowing 
the present tendencies to go too far 
under present rates. 


* * * 


It is possible there may be companies 
whieh are accepting risks to whom they 
will allow this benefit too freely, and 
are exercising too great liberality in 
the acceptance of claims. It would seem 
well for all concerned to give careful 
attention to the subject from all stand- 
points in order that satisfactory and 
safe results may follow. If the com- 
panies under present premium rates 
give careful attention to the selection of 
risks and confine the acceptance of 
claims within proper bounds, I see no 
reason to conclude that results will not 
be satisfactory and safe. 

If you will kindly publish this let- 
ter in THe NatTionaL UNpbERwRITER [| 
think it should be sufficient to avoid 
any misleading conclusions which have 
been or may be drawn from the report 





provision and, as a result, the questions 
mvolved have become of much greater 
importance than formerly. Competition 


of interview discussed above. 
. B. Franks, 
Actuary Fidelity Mutual Life. 








ENGLISH OFFICIALS IN JU. S. 





President and Actuary of Wesleyan & 
General Studying Life Insurance 
Conditions Here 





BOSTON, MASS., May 8. — The 
tity of Boston and local insurance offi- 
cers, with the commissioner of insur- 
ance, have been hosts the past week to 
President Arthur L. Hunt and Capt. E, 
William Phillips, actuary of the Wes- 
leyan & General Assurance Society of 


Birmingham, Eng., who are making a 
Visit to this country to study life insur- 
ance conditions. 

_ Actuary Phillips was asked: “What 
's the unemployment insurance that you 
‘ave in England?” 

Unfortunately,” he replied, “it in- 
sures unemployment. We made a great 
mistake in my opinion. What we should 
lave done was to insure employment 
Mstead of giving unemployment insur- 
ee Our weekly ‘doles,’ as we call 
tem, induce men to relax and remain 
unemployed. You see, our people are 
~ as well educated generally as yours. 
a been astounded at the amount of 
+ wpm that’s being given here, and 

§ quite clear that Europe will be left 

ind unless she follows suit.” 





Provident Officials on Tour 


Two Provident Mutual Life officials, a gg 9h FR BR 





- Albert Linton, vice-president and | $5,000; Manhattan, $2,000. 


associate actuary, and Franklin C. 
Morss, manager of agencies, who have 
been touring the west since early last 
month, are expected back in Philadel- 
phia about June 1. They have been vis- 
iting the company’s various agencies, 
addressing meetings and engaging in 
agency development work generally. Mr. 
Morss was promoted to his present po- 
sition in January and this is his first 
western trip as manager of agencies. 


Southern California Agency’s Record 


The southern California agency of the 
Equitable of New York is breaking all 
records in the writing of new business. In 
April the production was approximately 
$2,000,000, and in May, which has been 
designated “Frank Davis Inspiration 
Month” by the home office, an allotment 
of $3,000,000 has been assigned to this 
agency. Arthur P. Chipron, superinten- 
dent, is in charge of the agency during 
the absence in the east of George A. 
Rathbun, manager. 

Frank H. Davis, second vice-president 
of the Equitable, in whose honor the 
special effort in May is being made, ex- 
pects to visit southern California in June. 


Dr. Samael Lyle, prominent Lynch- 
burg, Va., surgeon, who died recently of 
cerebral hemorrhage, aged 61, carried 
$94,000 life insurance, taken out Janu- 
ary, 1921. The insurance was distributed 
as follows: Equitable of New _ York, 
$40,000; Massachusetts Mutual, $20,000; 


Northwestern Mutual, 





























We are now offering our 


*‘Complete Protection Policy’’ 
— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 
viens $B ons 


KANSAS, MISSOURI 
and ARKANSAS 


Complete Protection 









GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and i 
hMisauemteeie. 


LOUIS A. BOLI, Jr. 


~~ Agency Director 


WICHITA KANSAS 


Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this way? 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interested? 


Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 


Address D-73 


Care The National Underwriter 
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Only high-type men and women can obtain 

contract to represent this company. 

Open territory in Ohio and Minnesota. 
General 


Interesting Agent's contract di- 
rect with Company backed by real co- 


NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
* Digest’ 
PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the 
t” and “Little Gem,” Published Annually in May and April respectively. 


“Unique Manual- 

















operation. 





Cuwron Macongy 
President 
A. Moserey Horxins, Manager of Agencies 


Home Office Building 
ii N. BROAD ST., PHILADELPHIA, PA, 


Jacxson Matonagy 
Vice-President 




















HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report show 

Premiums received during the year 1922.$ 17,369,835 
Payments to Policyholders and their 
beneficiaries in Death Claims, Endow- 





—— 7 EE, EPoccccccccececes 400, 
~ 4 ed to the Insurance Reserve oe 
Net. Interest Tacone’ trom “investmont:. Silos 
($722,352 in excess of the —— 
required to maintain the rese 
Actual nanny experience rn. "31% of 
the amount expected. 
Insurance in Force eedeccccccoceccocoes 232,163,062 
BEBE BaNttD cccccccccccccccccccece 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL I. } SONS 
General Mana 
Central and Southers Ohio and 
Northern Kentucky 
Rooms 601-606 ote — Nat. Bank 


CIN CIN N aT OHIO 


HOYT W. GALE 

General Manager for Northern Ohie 
228-233 Leader-News Building 

CLEVELAND, OHIO 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
“Si.ggesticns for Increasing 
Your Income”’ 


and would be pleased to send a 
cw = Fire and Accident 


Ohio, Illinois re Kentucky 














Provident Life 
Insurance Company 
Bismarck, North Dakota 
Tneurance tn Force, $13,500,000 


H. H. F. L. CONKLIN, 
ae - Secretary 








C.L. YOU H. B. BEACH, 
NOS, | Ast. See. and Actuary 
(4) 5. BELL, W. H. BODENSTAB, 

T Medical Director 





GIVE DIVIDENDS ON PAID-UP 





Equitable of New York Shows New 
Schedule of Returns on Life 
Policies 





The Equitable Life of New York has 
published a schedule of its cash divi- 
dends per $1,000 of insurance on the 
basis of the 1923 scale for participating 
paid up life policies, issued on the 3 per- 
cent reserve basis. The age shown is 
the attained age at the end of the policy 
year for which a dividend is payable. 
The dividends are not applicable to poli- 
cies on the 3% or 4 percent reserve basis. 
They apply to policies issued on the 
single premium plan or to limited pay- 
ment life policies after the end of the 
premium paying period, as well as is 
ordinary life. The scale of dividends is 


as follows: 

Attained Cash Attained ‘ash 
Age Dividend Age Dividend 
BBPecccvees $ 8.23 Teccseess $10.34 
BOcccccece 8.30 SE cccccee 10.51 
ETS 8.37 Sivevcceed 10.68 
BRsccecece 8.43 ae 10.85 
Boccceses 8.50 es 11.01 
GO cccceve 8.59 — ar 11.18 
>) Serer 61 —OF— rs 11.34 
aye 8.64 Teecesecus 11.50 
SB. cccccee 67 eee 11.65 
GBoccceves 8.73 Tivecunenee 11.80 
Geccsecee 8.77 THeccvecse 11.95 
BB. cccccee 8.81 Thceescves 12.09 
Greceoesce 8.87 TOcccecese 12.24 
EB cccccce 8.92 .. ee 12.37 
GD. cocceve 8.98 ,, eee 12.51 
50. eoce 9.05 . Sears 12.64 
Bl. ccccces 9.11 ae 12.78 
SB. cccccce 9.17 eset 12.91 
BBecccnece 9.23  =eaeeees 13.40 
BO. odeccee 9.28 Bvecceess * 13.88 
BBccccsece 9.32 eee 14.40 
Decceseses 9.43 Dhsweccses 14.90 
Sieceseees 54 eee 15.44 
BBcccccces 9.65 See 15.98 
ee 74 Re 16.56 
GD. cceveecs 9.83 BBeccccces 17.17 
eee 10.00 , ERT 7.80 
6B. wccccce 10.17 WOcecsceces 18.42 





Connecticut General 


The Connecticut General Life has an- 
nounced that it has increased its limit 


on life policies from $100,000 to $150,- 
000, including term insurance. 





Ohio National Life 


The Ohio National Life, commencing 
Jan. 1 of this year, made funds held in 
trust from which monthly and annual 
payments to beneficiaries of deceased 
policyholders are made participating, 
which will increase the interest earnings 
by perhaps 1 percent or more. The com- 
pany last week decided to make these 
funds participating both as to old and 
new policyholders. These payments will 
commence Jan. 1, 1924. 





Fort Worth Life 


The Fort Worth Life of Fort Worth, 
Tex., is now issuing sub-standard 
policies, 





Franklin Life 

The Franklin Life is now making re- 
visions in its premium rates which will 
result in a material reduction. The pres- 
ent ordinary life and limited pay life 
policies are being superseded by policies 
maturing as endowments at age 85. The 
rates on the endowment at age 85 with 
continuous premiums and without dis- 
ability benefits are as follows: 


Age Prem. Age Prem 

SEnncacceses $12.61 4B. ccrccocee $24.93 
BD. ccccecece 13.99 Biccccvesse 30.50 
TB. consvcece $B.96 © DBeccecccees 38.49 
Be ntenssaes 20.92 GB. ccccecess 49.12 
rer 17.99 GO. cccceeses 63.59 


Companies Sued in Ohio 

The county prosecutor at Columbus, 
O., has filed suit against 13 insurance 
companies to collect $65,000 alleged to 
be due as delinquent tax. The courts 
have held that the county may collect 
taxes on bonds filed with the state in 
that county. The life companies sued 
include the Canada Life, $15,740; Secur- 





ity Life, $879; Manufacturers Life, 
$2,558. 














NEWS OF LIFE COMPANIES 








Philadelphia Life—April was the sec- 
ond largest month in the company’s 
history, with $2,500,000 in new paid-for 
business written during a campaign in 
honor of Vice President Jackson Ma- 
loney. The home office wrote $844,900 
of this. The leading producer in the 
country for the month was 
Megary of Philadelphia, a former pres- 
ident of the home office Plico Club. 
Mr. Megary attained this distinction 
without one penny of term or rated 
business. 





Detroit Life—It reports new business 
written in April of $1,751,000. This 
brings the total of new business so far 
in 1923 to $7,343,000. The April record 
compares with $1,390,000 in April, 1922, 
or an increase of 34 percent. 


* * * 


Penn Mutual Life—Paid-for new busi- 
ness in April totaled $17,169,822, which 
is $730,627 more than for April, 1922. 
The total for the first four months of 
this year is $69,823,556, which is an in- 
crease of $15,806,025 over the same pe- 
riod last year. 





agency. 











District Manager’s Position 


open in Bloomington, Illinois. The 
heart of the corn belt of Illinois. Big 
volume of insurance now in force. 
Splendid opportunity to organize 
Address E-12, Care The 


National Underwriter. 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead lead 
service. Our agents interview interested - 
s—people who have written the ead 
ffice for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over $245,000,000 in force. 
Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 








Capable Policy-Placers 


Can always find a satisfactory op oppes. 
tunity for work with this Company in 

good territory—men who can collect 
the premiums as well as write the ap- 
—. Why not make inquiry 


"Tien Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 


ee 








Participating Insurance 





| = 





At Non-Participating Rates 
ORDINARY LIFE 
(Minimum Policy $5,000 
Rates per Thousand 
* Age Premium 
ER a =f eens 
ace i (isaves 
TT cn cin 14.92 eens 26.40 
aie 15.28 42... 27.48 
eee 15.66 sate 28.62 
ee 16.06 eas 29.83 
ee 16.49 Seta 31.12 
Tassie i =—sompeee 
weeny 1743 tet 33.97 
thie 1798 = 4B... 35.53 
Rete 18.54 eee 37.21 
eee Ts -- BBcxcee 
33...... 19.78 ens 40.88 
anese achat 4 
ei 21.17 lente 45.07 
ener: 21.91 as 4731 
lt 22.71 ec 49.82 
38...... 23.56 
MANAGERS WANTED 
James A. F Manager 
Fey reg “a Fear 

Continental Life Insurance Co. 


Wilmington, Delaware 
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NEWS OF LOCAL ASSOCIATIONS 














GOOD LINCOLN SALES TALK 





Charles E. Reilly of Equitable Speaks 
on “Applied Salesmanship in 
Modern Life Insurance” 





LINCOLN, NEB., May 8.—Brevity 
is the soul of wit and the source of in- 
come for life insurance salesmen, said 
Charles E. Reilly of the Equitable staff 
in an address before the Lincoln asso- 
ciation, at the May luncheon Saturday. 
Mr. Reilly spoke on “Applied Salesman- 
ship in Modern Life Insurance.” Life 
insurance salesmanship is allied to other 
lines, he said. A man must have some- 
thing to sell, a market, a desire to fill 
or a demand to supply and must have 
the goods. A prospect is the necessary 
and most essential element in life insur- 
ance salesmanship. He must be a per- 
son who has sufficient intelligence to 
understand the proposition made, good 
health and the money with which to pay 
for what he buys. 

Life insurance is an order for money 
at future delivery. It is life insurance, 
not death insurance. Ask the man for 
his order, don’t tell him you want him 
to sign. The successful agent is like a 
caterpillar tractor; he lays his own 
track. 

The first ten words of the approach 
determine the success of the call. Name 
your policy according to the purpose for 
which it is’ being sold. Tell a_ golf 
player, for instance, that your company 
has got out a golf policy, and he will 
show interest. Tell him that it deter- 
mines whether he will be, at 65, playing 
a himself or watching on the side 
ines. 

Mr. Reilly emphasized the necessity 
of reading insurance journals, for the 
ideas received. An idea, however, is of 
no use unless it is used. Tell your pros- 
pect that life insurance provides a means 
of his achieving in life what he desires 
to do whether he lives to do it himself 
or not. 

If you make an appointment for three 
minutes don’t stay all afternoon just 
because your man shows interest. Get 
to your prospect, put your proposition 
to him briefly, sell him the contract best 
suited to his needs, and keep in touch 
with him. Service should be the main 
thing in view. It means additional in- 
surance when he is ready to buy more. 

_Mrs. M. A. Fairchild, acting commis- 
sioner for Nebraska, was the guest of 
the association, and spoke briefly. She 
said that she had had splendid coopera- 
tion on the part of all insurance men, 
‘and that this made it possible, handi- 
capped by a temporary appointment 
only and a legislative session, to keep 
the work up to standard. She compli- 
mented the life insurance business as 
one on a good, sound basis, and one 

which has been kept clean. 

The association will picnic at Auto- 

mobile park the afternoon of May 26. 
ogether with the Omaha association, 
- effort is being- made to get up a 
special car of agents to attend the na- 
tonal convention at Chicago. 

* * * 


agen nn 0.—E. O. Mowrer, general 
ada tor the Midland Mutual at Akron, 
Life Tw, the May meeting of Cleveland 
“An Bencerwriters, using as his subject 
an eg site in Any Event.” The talk was 
nea *planation of. a practical method 
umn oy Mr. Mowrer in soliciting the 
mag buyer of insurance, not the big 
Expe aser. He used the charts, “Life 
whine ce Of 100 Average Men,” of 

~y he holds the copyright. 
prow wanting his plan over a pveriod of 90 
S80 000 Mowrer said he had written 
$10 ~y with no application larger than 
ae ; Out of 130 prospects worked 
109 — the vear he was able to close 
alls + uring the last six months his 
Wie ave averaged $10 apiece and inter- 

ws $20 each. 
amt? MeDonald, who made such a 
sales in leading the singing at the recent 
M congress, sang several selections. 
“ore than 109 members and guests were 


Dresent. 





CLOSE SEASON IN NEW YORK 





Last Social Meeting Until Fall Held 
This Week, Simons and Hun- 
sicker Speaking 





NEW YORK, May 8.—Two ad- 
dresses were given at the last social 
meeting of the season of the New York 
association today. Leon Gilbert Si- 
mons of the Equitable of New York 
gave some interesting points on inheri- 
tance tax insurance and Clayton N. 
Hunsicker of Philadelphia, general 
agent of the Fidelity Mutual, talked on 
business insurance. 

The point emphasized by Mr. Simons 
is the fact that men of small and av- 
erage means are prospects for inheri- 
tance tax insurance as well as men of 
wealth, the laws of some states levying 
a tax on all estates over $3,000. An- 
other aim of his address was to show 
the need for covering shrinkage in es- 
tates from other causes than, estate 
taxes. He said that whereas the fed- 
eral government is interested only in 
the value of the estate the New York 


law considers its value, the kind of 
property administered, and who the 
heirs are. 

Mr. Hunsicker said in selling busi- 


ness insurance the principal thing to do 
is to sell a definite agreement to busi- 
ness partners and stockholding interest 
in case of death of one member. His 
work he said is to perpetuate business 
institutions. 

He congratulated the New York 
association on its victory in the Kresge 
case and advocated the adoption in New 
York of the Pennsylvania one-case act 
which prevents an employer from re- 
ceiving commission of the insurance of 
an employe and vice versa and prevents 
a lawyer from receiving commission on 
the insurance of a client. 

Nominations of officers for the next 
year to be voted on at the June busi- 
ness meeting were announced this week 
as follows: President, Graham C. 
Wells; vice presidents, L. A. Cerf and 
C. B. Knight; secretary-treasurer, W. 
R. Collins; executive committee, (gen- 
eral agents) J. D. Bookstaver, Trav- 
elers; P. Frazer, Connecticut Mutual; 
C. A. Boehl, Prudential; J. Elliott Ball, 
Penn Mutual: George A. Roderick, 
New York Life; R. W. Costin, Pruden- 
tial; (agents) Alexander Collins, Mass- 
achusetts Mutual; N. S. Chambers, New 
York Life; Joseph P. W. Harty, Mu- 
tual Life; Edwin Robinson, Equitable; 
J. R. Smitz, New England Mutual; H. 
E. Morrow, Mutual Benefit. 

* * * 


Indianapolis, Ind.—L. Ert Slack, former 
speaker of the Indiana house of rep- 
resentatives and later prosecuting attor- 
ney of the Indianapolis district federal 
court, was the speaker at the May meet- 
ing. of the Indianapolis association 
Thursday. Mr. Slack paid a high tribute 
to life insurance, which he said was no 
profiteeer during the war when so many 
other institutions and business enter- 
prises seemed possessed to get all of the 
money out of the war that they could 
Life insurance, on the contrary, he said, 
did not increase its rates and even ex- 





Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 
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Acacia Mutual Life Association 


Insurance Issued in 1922....... Paid for Basis). .....$ 39,898,050 
Gain in Insurance in Force.....( “ “* “ )...... 21,462,805 
Insurance in Force 12-31-22. “ “ “ ) 122,685,100 

aie ame sdindbeinttlanysivacudent 6,828,345 
Increase in Assets...... sdbevaeaeatodens 2,214,850 
Increase in Surplus........... aceaanconneein 431,446 


PROTECTION F MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from uries or illness are still ostng noms rly to 
their life insurance. These dr are delivered by our own sa ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 27,000 claim drafts we 
will issué during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











HOME LIFE INSURANCE COMPANY 
OF AMERICA 


Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by State 
Endorsement. G00D CONTRACTS FOR LIVE AGENTS 

Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas 








“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


larence J. Daly, President 
Denver, Colorado 














“SAFE AS A GOVERNMENT BOND’ 


(©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT “~° MONTHLY INCOME INSURANCE 


Stace LATESTSPOLICIES AND AGENCY CONTRACT BA'USZ NOE: 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 








| A text book for beginners, a review bovk fur experienced meu, a byok that every life insurance man should 
bave—Jacob A. Jackson’s “Easy Lessons in Life Insurance.” $1.50, incluling Culz Book supplement The 
National Underwriter, 1°42 Insurance Exchange, Ch car 











EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 














A Constructive Force 


Bests’ Reports say of the Mutual Benefit: 
‘Throughout its entire existence its manage- 
ment has sustained the highest ideals of . 
business equity.” 


The more a Life Insurance agent knows 
about this business, the more “ becomes 
convinced that the Mutual Benefit is a con- 
structive force in the business. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 











@ Plan your summer vacation. Take a 
motor trip through Wisconsin. We will 
gladly send you an up-to-the-month state 
highway map.. 


@ Your motor will enjoy the run, and you 
may find time to make a call on 





Home Office, Madison, Wis. 


If interested we will show you 
what our agents are doing 
under the Square Deal Contract. 





tended greater privileges to its policy- 
holders than their contracts actually 
gave them. 

He spoke in an optimistic vein regard- 
ing conditions in this country and ex- 
pressed his faith in the power of public 
opinion and the soundness of the ma- 
jority of our citizens to see to it that 
radical tendencies were kept in check. 
He said that one of our problems is to 
revise our system of administering the 
law and that we have too many courts. 
In England a population of over 30,000,- 
000 people, he said, is served by 92 judges 
while in Indiana alone there are 99 
judges for a population of something 
over 3,000,000. It is desirable in his 
opinion to make it more difficult for 
people to go to law and to engage in ex- 
pensive and costly lawsuits. 

W. A. Courtright, Elbert Storer and 
Paul W. Simpson were appointed a nomi- 
nating committee. The election of officers 
will be held at the June meeting. 


*x* * * 


Madison, Wis.—At the monthly din- 
ner meeting of the Madison associa- 
tion Saturday, Edward Steiner, Jr., of 
the Northwestern Mutual Life and H. J. 
Marty of the Wisconsin National Life, 
discussed “Special Cases.” Each speaker 
gave a personal account and general 
outline of distinctive cases and the 
talks were followed by an open discus- 
sion. F. P. Horner was in charge of 
the program. 

* * 


Atlanta, Ga.—An illuminating address 
by Harry Collier Spillman, of the “Per- 
sonality Bureau” of New York, featured 
the May meeting of the Atlanta associa- 
tion. He declared the present age is 
being utilized for the development of 
men, whereas the age just passed was 
concerned with the development of ma- 
chinery, and the time is soon to pass 
when a 10 percent efficient man works 
on a 90 percent efficient machine. 

More than 150 members of the Atlanta 
association attended the meeting which 
was presided over by Harry I. Davis, 
president. General Agents Luther BP. 
Allen of the Northwestern Mutual Life 
and C. M. Boyer of the Phoenix Mutual 
Life, both of whom have recently moved 
to Atlanta, were introduced to the mem- 
bership. 

Mr. Spillman said he looked forward 
to the time when it would be against the 
law for a man to leave a widow and a 
family of children unprotected by life 
insurance. 

*x* * * 


Philadelphia, Pa.—Frederic A. Lana- 
han of the Philadelphia agency of the 
Provident Mutual Life, who won the 
William H. Kingsley contest for the best 
sales talk, will receive his award Thurs- 
day evening, May 17, at the annual elec- 
tion meeting of the Philadelphia associa- 
tion, and will read the winning paper at 
that time. Other speakers will be 
Stewart Anderson, of the Penn Mutual 
Life publications department, “The In- 
strument,” and Frank W. Pennell, gen- 
eral agent in New York City of the Mu- 
tual Benefit, “Self Supervision.” Joseph 
C. Staples, retiring president of the asso- 
ciation, will preside and deliver his 
farewell address, after which the new 
president will be called upon to make a 
few remarks. 

* * * 


Buffalo, N. ¥.—The annual meeting of 
the Buffalo Life Underwriters, Inc., will! 
be held May 26. Officers will be elected 
at this time and several important an- 
nouncements will be made. Newton E. 
Turgeon is the present president of the 
organization. The board of directors of 
the association has designated itself a 
team and tendered its services in con- 
nection with the joint charities fund 
campaign now being waged in Buffalo. 

F. A. G. Merrill, William H. Stanley 
and Newton E. Turgeon have been ap- 


THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 
Life Insurance Co. 








Independence Square _ Philadelphia 





pointed delegates to attend the annual 
convention of the New York State Life 
Underwriters Association at Utica, May 
18. There are ten associations in the 
state and about 30 delegates will attend 
the Utica meeting. 





May Now Sue Niagara Life 


The supreme court of New York 
has recently handed down a decision 
which permits the receiver for the First 
National Bank of Warren, Mass., to 
sue for the recovery of $212,000 of the 
bank’s funds involved in the crash of 
‘the Niagara Life. The defendants will 
be the New York insurance department 
and the Metropolitan Life, which took 
over the policies and reserve funds of 
the Niagara, The closing of the First 
National Bank of Warren is alleged to 
have been due to the wrecking of the 
Niagara Life and the manipulation of 
both institutions by Joseph B. Marcino, 
who disappeared in January. The funds 
had been held by the department as un- 
available to the Massachusetts bank, but 
the supreme court now permits suit to 
be filed for the recovery. 





Des Moines Agency Moves 


Guthrie & Goodrich, general agents 
at Des Moines for the Mutual Trust 
Life, have removed from the Capitol 
City Bank building, to the Observatory 
building. The Des Moines general 
agency embraces 17 counties in central 
Iowa. ‘ 

D. R. Guthrie was formerly with the 
Bankers Life of Iowa and Harry Good- 
rich was formerly in charge of the 
state Y. M. C. A. work. John L. Ho- 
meier, who has represented the com- 
pany for a number of years will be as- 
sociated with the agency in their new 
location. Edgar N. Nash, formerly lo- 
cal secretary of the Y. M. C. A. has 
joined the agency recently. 


Commissioners’ Dates Not Fixed 


The exact date for the meeting in 
Minneapolis of the insurance commis- 
sioners’ convention this year is still un- 
determined. It will doubtless be the 
latter part of August or the first part 
of September. Radisson Inn on Christ- 
mas Lake near Lake Minnetonka and a 
few miles out of Minneapolis, was first 
considered but it is now thought un- 
satisfactory for accommodation of 400 
to 500 guests. Radisson Hotel in Min- 
neapolis has also been considered but 
there is some objection as it is in the 
heart of the city and does not afford 
desirable outing features.: Commissioner 
George W. Wells will make the rounds 
of prospective meeting places probably 
some time within a week or ten days, 
following which both dates and _ place 
for the convention will be definitely 
announced. 


Royal Union’s Kansas City Meeting 

The annual meeting of the Missouri 
Kansas agents of the Royal Union Mu- 
tual Life Company of Des Moines was 
held at Kansas City May 3. There was 
an attendance of forty agents. Presi- 
dent Frank D. Jackson and Secretary 
Sidney A. Foster were the principal 
speakers at the banquet, and were ac- 
tive in the conferences held. A. 
Osborn, Kansas City representative of 
the company, had charge of the local 
arrangements for the meeting. 


DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, 
105 So. La Salle 
CHICAGO, ILLINOIS 
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GIVES BEGINNERS POINTERS 


Ledner of Metropolitan Believes First 
13 Weeks Will Make or Break 
the Industrial Agent 


The importance of getting a right 
start in the industrial field is stressed in 
a recent article covering an interview 
with B. H. Ledner, manager of the 
Prospect district of Brooklyn for the 
Metropolitan Life. Mr. Ledner believes 
that the first 13 weeks make or break 
the prospective agent. He sizes up the 
agent’s situation with the following 
points: The first 13 weeks are the 
hardest; they will either make or break 
the new agent; help him. over that test 
period; show him how to boost his in- 
come; get his wife interested; have him 
concentrate on ordinary; and get him 
started among his acquaintances. He 
commented on this subject as follows: 


Overcome “Shifting” Idea 


“My experience with prospective 
agents who have been earning $75 a 
week or more in previous occupations 
has been that they are inclined to regard 
their new work as more or less tem- 
porary, largely because of their anticipa- 
tion that the first several weeks will net 
them little financial return. Overcome 
that belief and you have your man. 

“My first step is to study the man, in- 
telligently trying to discover just about 
how much he needs to keep his home 
going. Then I aim to get acquainted 
with his family—to interest his wife and 
make her understand that though it 
seems her husband may be taking a 
slight cut in salary by changing jobs, 
the probability is that he will really earn 
more, with greater possibilities for the 
future. Getting these wives with you 
is highly important. 

“That accomplished, I have a heart-to- 
heart talk with the new agent, assure 
him that he will be guaranteed enough 
money to meet his immediate needs and 
show him how he can boost his income 
immediately through effort and applica- 
tion. 

“T tell him that I’m going to give him 
a debit, which will net him about $24 a 
week. Usually that is enough to cover 
his immediate needs for a week or two. 
I explain that he can exceed that figure 
materially. He wants to know how. He 
is then shown that if he writes $5,000 
ordinary each week, his commissions— 
paid weekly—will jump his income to 
around $70. 


First 13 Weeks Critical 


“The next thing to do is to impress 
him that if he can earn $70 a week dur- 
ing the test period, there is no reason 
why he can't exceed that ficure greatly 


after the first thirteen weeks. By that 
time his industrial earnings will no 
doubt have been boosted and he will 


have become more versed in the ordinary 
canvass as well. 

“Naturally, the man’s first question is: 
‘Where am I going to sell this $5,000 
ordinary every week? There’s not much 
chance that I'll get to know enough 
People on this debit, or whatever you 
call it, to do that much business from 
the start.’ 

“My answer is simple. ‘From your 
own social and business acquaintances.’ 

T recall one agent whom I hired under 
these circumstances who had written no 
ordinary in the first five days he was in 
the district. I suggested that he allow 
me to go with him to call on some of 
his friends. He didn’t want to at first— 
was afraid they would think him a pest 
—but after some persuasion, he gave in. 
o The first visit was an eye-opener to 
a agent. Hardly had we explained 
M x4 we had come, when the man rather 
ao ketically told us that just three 
ays before he had signed up for a 


$5.000 policy with another company. 
There would 


wa was the end of procrastination 
oo man’s case. Every one of his 
mene ances received a call. In six 
ana ree] he had written $105,000 ordinary, 
ful « ay he is one of the most success- 

sents in Rockaway district. In one 


recent week he wrote $44,000." 


CHANGES BY JOHN HANCOCK 


Promotions, Transfers and New Ap- 
pointments for Offices in Various 
Districts Are Announced 


The following named men have been 
promoted by the John Hancock Mutual 
Life from the rank of agents to as- 
sistants in the districts of their service: 
August W. Kayser, East St. Louis; Wal- 
ter H. Young, St. Louis III; William R. 
O'Neil, Salem; George W. Harris, Chi- 
cago IV; Walter Cuppy, Syracuse; John 
J. McDonald, Long Island City; Harry F. 
Herdaniel, St. Louis I; Martin A. Reuter, 
Cincinnati II; William E. Cleveland, 
Stamford (White Plains Detached). 

Promoted and Transferred: William 
A. McMenimen, from agent at Cambridge 
to assistant superintendent at Manches- 
ter, N. H.; Arthur BD. Gale, from agent 
at Cleveland II to assistant superin- 
tendent at Cleveland I; Emil M. Beldner, 
from agent at St. Louis III to assistant 
superintendent at Cleveland III; John J. 
Roach, from agent at Cincinnati II to 
assistancy at Indianapolis; Gottfried F. 
Neidhardt, from agent at Rochester to 
assistant superintendent at Syracuse; 
Edwin W. Baker, from agent at Dayton 
to assistant superintendent at Minne- 
apolis; Gilbert P. Underhill, from agent 
at South Norwalk to assistant superin- 
tendent at New London, Conn.; John M. 
Coneff, from agent at Detroit I to an 
assistancy at St. Paul; Morris Goldman, 
from agent at Chicago IV to assistancy 
at St. Paul; Walter Lawyer, from agent 
at St. Louis III to assistant superin- 
tendent at Minneapolis. 

Assistants Transferred: Nicholas J. 
Clahan, from Detroit III to Detroit IT; 
Ernest J. Dumas, from Salem to Minne- 
apolis; John J. Ryan, from Detroit IT to 
Minneapolis; Thomas C. Glynn, from Chi- 
cago IV to St. Paul. 

Other Changes: Quinlan J. Shea, from 
training cashier at Fall River to cashier 
at Glens Falls, N. Y.; Raymond Ingra- 
ham, from cashier at Bridgeport to same 
capacity at Pittsfield; Edward M. Ma- 
loney, from cashier at Glens Falls, N. Y.. 
to same position at Waltham; John H. 
Reddy, from cashier at Utica, N. Y., to 
cashier at Waterbury; John J. Egan. 
from assistant cashier at Waterbury to 
cashiership at Utica, N. Y.; Roy E. Young. 
from “training cashier” at Chicago IV to 
cashier at Minneapolis; Garland L. Gard- 
ner, from clerk at St. Louis I to cashier 
at St. Paul. 


Prudential’s Hartford Meeting 


More than 400 field representatives of 
the Prudential from Connecticut and the 
Springfield section attended a divisional 
conference at Hartford last week, at 
which President Edward D. Duffield, 
among others, spoke. Plans for the bal- 
ance of the year were discussed. 

Other officers who addressed the agents 
were: Vice-Presidents George W. Mun- 
sick and Fred W. Tasney, Assistant Sec- 
retary Edward MaclIver, Division Mana- 
gers Walter S. Decker and Charles T. 
Terwilliger, and Superintendent of Pub- 
lications Harvey S. Thomas. 

The Hartford district stands eighth 
among the Prudential districts in the 
United States and Canada, for industrial 
and ordinary written so far this year, 
the total being $25,000,000 and $30,000,000. 


Western & Southern News 


Assistant Superintendent Alex Brown 
of the Chicago Humboldt district of the 
Western & Southern, has been promoted 
to superintendent of the Chicago Douglas 
Park district. 

The following have been made district 
superintendents: Frank A. Zweiner. 
Belleville; W. Milder, Chicago Humboldt, 
and C. Steinway, Chicago Humboldt. 


Conservative Life News 


The Conservative Life of South Bend, 
Ind., reports a splendid business for 
April. Comparing with April, 1922, the 
net increase in insurance in force was 
better than two to one. Another splen- 
did feature of the month’s business was 
the exceedingly small number of can- 
cellations, this being one of the lightest 
months in the way of cancellations that 
the company has had in over a year. 

Agent Martinus Vink, who started 
with this company, in the South Bend 








el 100% EFFICIENCY 


Life men find our methods bring their efficiency up 
to 100 per cent. 


We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Sunday” out of the life insurance 


business by helping you salvage your wasted energy 
expended on SUB-STANDARD business. 


We have everything ‘in ‘the life game to offer. 
us tell you how. 


Let 
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CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 











NATIONAL 
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International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
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American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., SHEARN MOODY, WwW. J. SHAW, 
President Vice-President Secretary 
FINANCIAL STATEMENT, DECEMBER 3lst. 1922 

Real Es Oo d ees $ 917,417.61 a 
tat MOE. ccccccccees 417. . . 
Mortgage Loans .-.......00.:. 352,504.38 Nt eee ind Sve por cent) $11,202981.35 


Collatera! Loans Special and Contingent Re- 


Loans Made to Policyholders | gerves ..ccsccscseceuseseceeees 
(on this Company's Policies) 1,458,24593 pOttve® i--v-pn--c-escnnonve:- 75,602.00 
Bonds Late eeeeeeneeeeeeeeeteneenes 4,214,3590.01 * Process of Adjustment....... 134,739.47 
Cash in Banks...... eeeeeeceees 1,718,881.46 Reserve for Taxes, etc........ 891770.93 
Certificates of Deposit ......-. 7,848.15 Miscellaneous Liabilities ...... 139,656.13 
Interest Due and Accrued..... 316,604.78 Capital Stock... ..$1,000,000. 
Deferred and Uncollected Pre- SS teseesctiie ‘555,824.05 
MIUMSB «wees seeeeeersaseeneces 967.99 Surplus Security to Policy - 
Unearned Premiums on Fire In- EN Ciniceatecdcaieuscicitdads 2,555,824.05 
surance Policies ..........++++ 713.62 7 “ 
TOPAL, acocccccccccececncces $14,296,623.93 TT?  csitnenneenssesuenenl $14,296,623.93 
Gains Made During Year Ending December 3lst, 1922 
$23,758,023.00 
2,623,687 .00 
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41,928.24 
LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 
Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 
Operates in Twenty States and the Republic of Cuba 














A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 


12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 














May Mean Thousands To You 





EADING of two Columbus Mutual Life Booklets may 

mean thousands of dollars to you. One is a Booklet of 

Bouquets, the other the “Miracle” story. The first is the 
candid expression of hundreds of Life Insurance men,—Agents, 
General Agents, Managers, and Executives—concerning the in- 
evitably large success of the Columbus Mutual System. The 
other is a reprint from a laudatory article in a well-known maga- 
zine for salesmen, detailing the fascinating history of the Brandon 
insurance plan. The Columbus Mutual is declared to be the 
“Miracle” of Life Insurance. 


Write your name and address on the margin of this adver- 
tisement and send to The Columbus Mutual at Columbus, Ohio. 
The booklets will be forwarded to you. If you think of a change, 
here’s your opportunity to get all the distinctive advantages 
The Columbus Mutual offers. No General Agents or Managers, 
no closed territory. No strings on renewals. 


The Columbus Mutual made fine gains in 1922 and will 
exceed them in 1923. It has passed 40 older companies in total 
volume and many others in yearly gains. 


Our PERFECTED ENDOWMENT POLICIES are proving sure 
winners. With them our boys meet and beat the stiffest competition. 
The other fellow has nothing just as good. : 











district, Oct. 17, 1922, is promoted to the 
superintendency at Muncie, Ind. 

Walter C. C. Jennings, formerly agent 
and superintendent for the company, has 
been appointed home office inspector. 

Vice-President Burkart promised all! 
men who had $200,000 of placed ordinary 
on the annual plan for the first 11 
months of 1923a trip to New York and 
Washington, with all expenses paid. At 
the end of the first four months Agent 
M. Braun of South Bend had already 
qualified with close to a quarter of a 
million paid-for. 

At the request of three of the indus- 
trial superintendents, May has been 
called “Secretary’s Month,” in honor of 
Secretary Mell. This is the first time 
in the history of the company that a 
special month has been put on in honor 
of Mr. Mell. 

The South Bend, Ind., district, under 
the able leadership of Superintendent 
Cc. W. Wester, is setting a wonderful 
pace in all departments; for 1923, his 
district standing No. 1 in joint results, 


No. 1 in industrial increase, No. 1 net 
placed and ordinary increase, tied for 
second place in collection percent, with 


104, and second in low arrears with 5 


percent. 


Central States Changes Club Rules 


New rules have been promulgated by 
the Central States of St. Louis for the 
Central States Life Club, the qualifica- 
tion now being $150,000 issued paid-for 
business (term insurance not counted) 
written during 1923. Salesmen con- 
tracting in 1923 will be required in all 
cases to produce $100,000 issued paid- 
for with $12,500 additional for each 
month under contract prior to May 1, 
1923. Business must be paid-for by De- 
cember 31 and issued by January 31. A 
salesman whose business for the pre- 
ceding year does not renew 60 percent 
or over will lose his membership in 
the club and will not be eligible for re- 
newal regardless of volume until his 
business shows the proper ratio of per- 
sistency. Special cash prizes will be 
given according to the ratio of re- 
newals to volume exposed. 


Penn Mutual Glee Club 


The Penn Mutual Life glee club, di- 
rected by William P. Bentz, of the presi- 
dent’s department, gave its annual 
concert Wednesday of this week in the 
home office building. The club will par- 
ticipate in the Philadelphia “music week 
festival,” (May 13-19) by assisting in a 
concert at the Academy of Music on 
May 18, which concert will be in charge 
of Mr. Bentz. A musical program will 
be rendered every working day of next 
week in the Penn Mutual Building. 


Mutual Life Men at Louisville 


Seventy-five delegates attended the 
annual meeting of the district managers 
of the Kentucky branch of the Mutual 
Life of New York at Louisville last 
week. 

A. P. Ballou, state general agent, pre- 
sided. The delegates who took part in 
discussions on field problems were: 
Frank Davis, Louisville; W. T. Micou, 
Louisville: Edgar Whitehouse, Lexine- 
ton: V. M. Shively, Evansville, Ind.; G. 
K. Ferguson, Paducah; Argyle Brown, 
Evansville, Ind.: W. E. Harrison, Lou- 
isville: H. M. Hughes, Winchester; R. 
E. Beard, Smith Grove; A. G. Eastland, 
Louisville, and R. M. Bass, Russell- 


ville. 


Bank-Agent Resolution Dropped 


Representative Shires introduced in the 
Texas legislature a resolution to investi- 
gate the bank-insurance agent situation 
in that state and then withdraw it. This 
resolution had the endorsement of John 
M. Scott, deputy insurance commissioner, 
who had previously written a strong letter 
condemning the practice of banks acting 
as insurance agents and saying the de- 
partment frowned on it. According to 
Judge Scott not enough time of the spe- 
cial session remained to make a thorough 
investigation and make report to the 
legislature. The special session expires 
Tuesday, May 15. Mr. Shires did not 
press the resolution when Judge Scott 
asked for its withdrawal. 


, by unanimous vote. 





UNIQUE CONTEST AT BUFFALO 





C. H. Smith of National of Vermont 
Competes With All Others On 
Agency Staff There 





At a recent meeting of the Agents 
Association of the National Life of Ver- 
mont at Buffalo, C. H. Smith, president 
of the organization, challenged the other 
members to write more business in a 
single day than he would for a week. 
Twelve of the agents accepted Mr. 
Smith’s challenge and the week of April 
30 to May 5 was set for the contest. 

During the week nine of the agents 
competing with Mr. Smith were suc- 
cessful in producing business, turning 
in 14 applications amounting to $30,035, 
all with advance payments, for their 
work on Monday, April 30. Mr. Smith 
lost by a narrow margin, producing 
for the week .a total of 13 applications 
for $29,000 worth of business. All of 
the competing men were country agents 
and the results of the contest were very 
satisfactory. i 


Stamp Made Field Manager 


Thomas A. Stamp has been called to 
the home office of the Peoria Life as 
field manager. Mr. Stamp has been with 
the Peoria Life for six years, beginning 
as general agent at Wichita, Kan., and 
later becoming one of the firm members 
of Burns & Stamp, state managers for 
Missouri. Mr. Stamp was called to the 
home office as agency director after his 
Missouri experience, but when it was 
decided to open a district agency in 


western Iowa, with headquarters at 
Council Bluffs. he was sent into that 
territory to handle the organization 


work. He is now returning to the home 
office and assumes the position as field 
manager working in conjunction with 
James H. Ritchey, agency director. 


Visiting Union Central Agencies 


Home office officials of the Union 
Central during the coming month will 
visit western and southwestern agencies in 
two squads of four each. President Sage 
accompanied by Superintendent of Agen- 
cies Hommeyer, Dr. Pauly and Vice- 
President Pattison will take the western 
trip, while Vice-President Williams, ac- 
companied by Secretary Rust, Dr. Merkel 
and P. J. Clark, will go to the south- 
west. 


Continental’s Baseball Contest 


The Continental Life of St. Louis 
has designated May as “Harper Month” 
and has given the campaign a baseball 
championship drive atmosphere by di- 
viding the hustlers into four leagues. 
grouping them according to their past 
selling ability. The leagues are Melson 
Slugger League, Harper Banner 
League, Bolin Go-Getter League and 
Mills Bull Dog League. Schedules have 
been worked out for the month and 
games are decided on total base hits 
made. The league championship goes 
to the team winning the most games. 
An application for $1000 to $2999 counts 
a base hit: $2000 to $2999, a double: 
$3000 to $4999 a triple and $5000 or over 
a home run. 


Texas Securities Bill Killed 


The bill to require insurance companies, 
which under the law must make deposits 
with the Texas state treasury, to deposit 
securities that are taxable, introduced # 
the present special session of the Tex 
legislature, was killed in house committee 
The bill was aimed 
at those insurance companies which 4d 
posited Liberty bonds, not subject % 
taxation. It sought to have these bonds 
withdrawn and securities that are taxable 
substituted. 

The enactment of the bill into la 
would have caused widespread demoralizs- 
tion and forced a decline in the markets 
of non-taxable securities, the committe 
was told by representatives of thos 
opposing the measure. 
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MODERN BUSINESS 
GETTING METHODS 




















Ohi Pebicykebder Are Best Prospects 
According to W. J. Olive of Franklin 


Life—Most Convincing Arguments to Use 


J. OLIVE, general agent of the 
Franklin ife at Holland, 
* Mich., has for 20 years con- 
centrated most of his selling efforts 
upon old policyholders. Last year 70 
percent of his business came from old 
policyholders, and he had a renewal 
record of 99% pereent to his credit. 
Mr. Olive has some interesting ideas 
on how to sell old policyholders, and 
why it is practical from a dollars and 
cents standpoint for the life salesman 
to give them plenty of attention. In 
explaining why he spends so much time 
with old poectees Mr. Olive says, 
“In the first place they are easier to 
sell. I know all about them, what they 
are doing, about how much money they 
are earning, what responsibilities they 
have, and how they are situated. This 
information I got when I sold them 
before. Consequently, I can go to a 
man who is already on my books and 
talk to him intelligently. By what I 
say I can make him understand that I 
am familiar with his situation, know 
what he needs in the way of life insur- 
ance and I can offer something that 
just fits his own individual case. I 
don’t have to feel my way along in 
making the solicitation. I know all 
about the man that I am talking to, 
and so I can get right to the point 
without stalling around and wading 
through a lot of preliminary conversa- 
tion, 


How to Answer Man Who 
Says He Has Too Much 


“When I talk to an old policyholder 
about taking out more life insurance, 
he usually says something like this: 
‘Nothing doing, Olive. You sold me 
all I can carry the last time. You 
loaded me up to the top. I believe in 
life insurance and like your company 
and the policy that you sold me, but 
there is no chance of my taking out any 
more. I can’t afford to spend another 
cent for life insurance.’ 

‘I expect an old policyholder to say 
something of that kind. It is the na- 
tural excuse to offer for not being inter- 
ested in taking additional life insurance. 
But no man likes to admit that he is no 
better off than he was a year or two 
ago. When a man tells me that he is 
carrying all the life insurance he can 
afford I manipulate the conversation 
around to the point where it becomes 
necessary for him to say flatly whether 
he is any better off than he was when 
Sold him the last time. Most men 
dislike to admit that they are not pro- 
gressing. They will not say outright 
that they are no better off than they 
were. Certainly no man will claim that 
his circumstances are exactly the same. 

here has been some change. Perhaps 
he has new obligations. Maybe there 
has been an addition to his family. He 
may be buying a home on the partial 
Payment plan. He may even have bor- 
rowed money, and in that way incurred 
an additional obligation. If he has 
done any of these things he needs more 
life insurance to cover. 


How Policyholder Reduces 
His Protection 


. “The minute a man tells me that he 
is buying a home or that he has another 
child or that he has spent some money 
for this, that, or the other thing, I come 
back with, ‘Well, then, you have cut 
‘own your family life insurance protec- 
tion just that much. If you owe $6,000 
on the house that you are buying the 
life insurance protection of your family 





has been reduced $6,000. You are just 
that much worse off than you were 
when I sold you your last policy. Don’t 
you see that when I talked to you about 
taking out more life insurance I am 
not asking you to overload yourself, 
but to simply catch up with yourself? 
You are $6,000 behind. In order to get 
even with the board, in order to get 
back to the same place you were when 
I left you the last time, you need $6,000 
more of life insurance. 


When the Prospect Thinks 
He Is Being Overloaded 


“If a man tells me that I am trying 
to overload him, that if I sell him any 
more hfe insurance I will burden 
him, I say, ‘That is just what I do not 
want to do. How foolish I would be 
to sell you too much. As it stands 
now you are on my books as a policy- 
holder, and you are my friend. 1 value 
your friendship highly. While you feel 
kindly toward me you are going to be 
a booster for me. You will put in a 
good word whenever you can. You 
will think of me when life insurance is 
mentioned. If you want to buy any 
more life insurance I am quite sure that 
you will take it with me. You are one 
of my strong supporters. How foolish 
I would be to throw all this aside. If 
I should oversell you and burden you 
with premium payments you would al- 
ways have a grudge against me and 
would feel that I had done you an in- 
justice. I want to avoid that. I am 
asking you to take out more life insur- 
ance because I can show you why you 
need it, and why you really have less 
net protection for your family today 
than when I called on you the last time. 


Why “Knocking” Is Never 

Good esmanship 

“Sometimes I find that I have stayed 
away from a policyholder so long that 
he has in the meantime taken out a pol- 
- | with some other company. In cases 
of that kind, I always avoid saying, 
‘Well, that is too bad. I wish you could 
have talked to me. I could have saved 
you money. I could have sold you a 
better policy.’ Nothing is accomplished 
by telling a policyholder anything of 
that kind. It plants doubt in his mind. 
It disturbs him. He feels that he has 
made a mistake, and is uncertain what 
todo. He begins to get a little doubtful 
about all life insurance policies. He 
wonders which company has the best 
contract after all. Long ago I learned 
that there is nothing that gets me closer 
to policyholders than approving of what 
they have done if they have taken out 
a policy with some other company. 

‘If an agent believes in himself, the 
company he is representing, and the 
policies he is selling, he cannot help 
feeling that he has a much better chance 
with old policyholders. They know 
him and are familiar with what he does 
for them in the way of personal serv- 
ice. Old policyholders never have to 
hesitate about the character of the agent 
who comes around to sell them again. 
They know their man. Of course, an 
agent should be getting new accounts on 
his books all of the time and enlarging 
his circle of policyholders, but there is 
a very large amount of business to be 
written among old policyholders. When 
ou come right down to it the man who 
is actually overinsured is a rare bird 
indeed.” 
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New England Mutual Life Insurance Co. 


87 Milk St., Boston 





December 31st, 1922 


Assets $127,966,787.69 
Liabilities. ... . 121,028,068.67 
eis <2 6 4 @ « 6,938,719.02 





The Dividend of $4,400,000, set aside to be paid in 1923, i 


is carried as a liability and is not included 
in the Company’s Surplus 














Our Agents Have 
A Wider Field 


An Increased Opportunity 








Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,C00) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s ‘nsurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Part'c pat'ng 21d Non-Participating Policies. 

Same Retes for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Fer-cles a’ ke. 

Standzrd and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 























Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 












THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“The Company With the Big Surplus”’ 





For Information Address the 
Home Office at Cincinnati 
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| rut COMPANY OF CO-OPERATION” 


} 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 





We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES (8.7. Bidg.) LTOWA 


TERRITORY 


IOWA SOUTH DAKOTA 





‘than the law now prevailing 




















ACTUARIES 


A. GLOVER & CO. 
oat Consulting Actuaries 
* a 


Statisticians 
2 South La Salle Street, Chicago 
Successors to Marcus 
Consulting Actuary 

















OHNE. HIGDON 


Actuaries & Examiners 
OHNC. HIGDON ) $°2 Gates Bulldine 


Kansas City, Me. 








K J. HAIGHT 


CONSULTING 
ACTUARY 


810-813'Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ERICS. WITHINGTON 
CONSULTING ACTUARY 


Kraft Buildi 
Tel. Walnut 3761 DES MOINES, 10WA 


McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 








surance Forms Prepared. The Law of 
Insurance a Specialty. 
Coleord/Bidg. OKLAHOMA CITY 








J H. NITCHIE 

* ACTUARY 
1523 Association Bidg. 195. LaSalle St. 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST, LOUIS, MO. 








ONALD F. CAMPBELL 


CHICAGO, ILL. 











B. YOUNG 























CALLS LIFE INSURANCE 
THE GREAT STABILIZER 


(CONTINUED FROM PAGE 2) 


in prac- 
tically all states, favors conservatism. 
It is less a question of financing with 
the companies than of investing, for 
they are seldom borrowers but always 
lenders, though in that they do not 
trench upon the peculiar province of the 
commercial banks. The long-time in- 
vestment which comparatively seldom 
interests the financier, here finds a wel- 
come anda proper place. Rate of return 
is important, of course, but more so are 
security and relative permanence. Tem- 
porary financing, save in emergencies or 
as an occasional expedient, is compara- 
tively unknown. The whole scheme of 
things is toward true investment, with 
avoidance of the speculative phases so 
likely to bring financial distress. 

“These considerations in themselves 
are the reason why life-insurance funds 
are not classifiable under the caption of 
‘predatory wealth’ so dear to the lip of 
the demagogue. 

“Surely never was there so great an 
accumulation of money which represent- 
ed no menace but only benefit to the 
public welfare 

“Surely never, within any body-politic, 
has there been established so true a 
democracy of wealth (an economic dem- 
ocracy within a political democracy) 
which so little partook of the political 
element or which was so little the proper 
object of political aggression! 


Funds Safely Handled 


“The beneficent funds of life insurance, 
held for a wholly altruistic purpose 
under restiction and regulation by gov- 
ernment, are not and cannot be either 
the tool or the sport of designing mani- 
pulators of high finance, nor is there 
in their management or control any 
possibility of personal aggrandizement 
or the improper exercise of power. 

“Hence it is that the investment of 
these funds will inevitably také the true 
economic channel. Within the boun- 
daries set by statute, these monies will 
always naturally seek the best security 
first and the best return compatible 
therewith. Where the demand is, there 
will the funds seek outlet, and find it if 
within the scope of sound principles and 
of statutory limitations. Attempts to 
make compulsory, by direction, or indi- 
rection the investment of these funds 
in special channels, are attended with 
the gravest of possibilities. 


Should Judge in Fairness 


“The state ought in fairness to recog- 
nize the services these people do to gen- 
eral society through their insurance or- 
ganizations; and in truth there is per- 
ceptible an increase of respect and recog- 
nition from various quarters. But it is 
also true that the very size and conspic- 
uousness of the reserve funds, accumu- 
lating in ever-swelling volume as the 
system is extended, make a _ shining 
target which invites the aim of politica) 
interests, for the furnishing of the sinews 
of war to cover operating deficiencies of 
governments and to promote new works 
of political origin and complexion. 

“The money is plainly to be seen; 
comes from thrifty and willing citizens; 
is fatally easy to tax (for the ‘policy- 
holders cannot readily defend them- 
selves); and the task of collecting the 
tax is no task at all. Is it any wonder 
that practical politicians make eyes at 
it from time to time—yes, and advances, 
too? 

“Now this is no argument against the 
proper, just, and fair taxation of a sys- 
tem whose very functioning helps to 
keep down the general taxes—to sav 
nothing of the taxes which it contributes 
besides. It is well settled that govern- 
ments will not let insurance funds 
escape the very general levy. Nor is 
there good reason why they should en- 
tirely escape, for the companies use 
the mails, the courts, and other facili- 
ties of government, including costs of 
supervision, which should be paid for in 
proper measure. 


Are Now Overtaxed 


“The claim here advanced is that in 
view of its peculiar functions and their 
favorable effect on the political state, the 
system of insurance, particularly life 
insurance, is already sufficiently taxed. 
This statement is by no means new. It 
appears well based. Indeed, it has often 
been ably argued that the system is 
unjustly overtaxed, seeing that the cost 
of state supervision is a very small per- 
centage of the great sum raised by our 
several governments from the insurance 





funds of policyholders. However that 
may be, as a secondary and indirect tax 
upon such of the policyholders as pay 
taxes and as a charge upon that great 
mass of small policyholders who com- 
prise the vast majority of all who carry 
life insurance, it is enough. Bven the 
most tolerant judgment must concur in 
this as a reasonable conclusion under ali 
Save the most acute and desperate of 
emergency conditions, in which case 
every activity of money would be ex- 
pected to pay its special tribute. 


Further Service Given 


“In another essential way life insur- 
ance performs a notable public service, 
namely, for the extension of life and 
the betterment of health. This service 
is closely related to the other stabilizing 
forces we have considered. 

“Probably no other institution in our 
land is so well fitted to study and com- 
bat the effects of disease, of occupation, 
or of residence, upon human mortality, 
as the combined life companies. 

“That service today is being vigorously 
prosecuted in a variety of ways—through 
periodical medical examinations of 
policyholders, through hospital work and 
nursing service, through the circulation 
of vast quantities of literature on health 
and hygiene, and through a general ob- 
servation of the human system as re- 
vealed in the life and death histories of 
the millions of policyholders. 

“What effect this important and prac- 
tical service will have upon our welfare 
as a people may best be conjectured at 
this moment. Time will tell the story. 
But the inference is strong that this 
process, so cognate to the main function 
of life insurance and so commending it- 
self to human sentiment, cannot fail to 
prolong and make sweeter many lives 
coming within the scope of the institu- 
tion. With nearly half our country’s 
population to work among, we may ex- 
pect substantial and stable results, com- 
bining happiness with material advance- 
ment, of great value to our people. 


Duty of All 


“The duty of carrying forward the 
work of life insurance (and indeed of al! 
insurance) upon the high plane which its 
idealism demands, bears upon all who 
are connected with it, without exception 
or distinction. 

“It is pretty plain that the men con- 
nected with insurance should stand for 
character first, ability next. We have 
no place in our institution for able 
rascals. Nimble and unprincipled wits 
find no service in our midst. The pecu- 
liar value of the individual in our busi- 
ness or profession is his worthiness of 
confidence and his ability to claim and 
receive it from others. The supreme test 
of the executive is in his command of 
the confidence and loyalty of his forces. 
In proportion as he is successful in this 
is his value as an asset to his company. 
In the same way, this is true throughout 
the organization. It is no less important 
that the individual agent stand for char- 
acter, and so command the confidence of 
his policyholders as his clients. 

“It is only when the good character of 
all the men in the institution of insur- 
ance is assured, and when our people 
learn more clearly what we are and 
what we stand for, that we shall enjoy 
a greater and fuller measure of public 
confidence. That is where you and men 
like you in organized bodies throughout 
our land can do your amplest work in 
laying a solid foundation for our col- 
lective future, and so act in some con- 
siderable sense as a stabilizing force to 
insurance, the ‘Great Stabilizer.’” 


RAILROADS ARE LINKED 
WITH LIFE INSURANCE 


(CONTINUED FROM PAGE 1) 


“The percentage of all railroad bonds 
outstanding, held by life companies, in- 
creased from 0.16 percent in 1870 to 16.62 
percent in 1919 and then decreased for the 
two succeeding years. 

“The admitted assets of all American 
life companies have increased from the 
comparatively insignificant sum of $27,- 
000,000 in 1860 to $8,600,000,000 (esti- 
mated) at the end of 1922. 

“While the total amount of railroad se- 
curities held by life insurance companies, 
has increased to $1,885,000,000 as esti- 
mated for the close of 1922, the percent- 
age of such investments to the total as- 
sets held by these companies, has fallen 
from its highest point, 44.74 percent at 





the close of 1907 to 23.15 percent at the 
end of 1922. 

“Turning now from the facts shown 
by the figures given, we will try to show 
some of the reasons for the tendencies 
revealed by these figures, as to life in- 
surance investments in railroads. 

“Capital, and especially capital held in 
so sacred a trust as that in the custody 
of life insurance companies, is shy and 
nothing runs on faster legs from sus- 
pected danger. 

“The year 1903 possibly marks a turn- 
ing point in the history of railroads. Be- 
fore that year they had prosperity and 
adversity, but mostly prosperity. For that 
year and since, they have had more ad- 
versity than prosperity. 

“Into this maelstrom of 1903 the whole 
railroad business of the country was 
plunged, loaded down with charges of all 
sorts of misdemeanors in past years and 
threats of federal and state interference 
and control for the years to come. 

“The ‘Big Stick’ was abroad in the land 
and fell, like the rain from heaven, ‘upon 
the evil and the good, upon the just and 
the unjust.’ Even the business of life 
insurance was investigated and found 
wanting in some places, but under the 
wise influence of Charles E. Hughes, 
secretary of state, laws were passed in 
New York state and later by other states 
which have served to correct the abuses 
of the past, and to place the life insur- 
ance upon the high level it now holds, 
commanding the confidence of all con- 
cerned. But for some reason, our rail- 
roads were not so promptly relieved from 
punitive legislation. 

Troublesome Situation 


“The railroads are confronted on the 
one hand by demands for high wages and 
on the other, by demands for low rates, 
and sometimes we who know compara- 
tively little about political economy won- 
der whether commissions created by fed- 
eral or state laws for the regulation of 
wages and rates, establish conditions ag 
fair to all concerned as the old-fashioned 
law of supply and demand. The self- 
interest motive is fairly sure to be upper: 
most in all these demands as well ‘as 
in all resistance to them, and the only 
remedy that I can see is a reasonable 
consideration of each interest by every 
other interest. 

“Business cannot survive and prospef 
without the railroads. 

“Business is not dead, nor is there any 
prospect of its dying but it is held up i 
many quarters and at many times by the 
inability of railroads to provide promptly 
the transportation facilities demanded. 


Solution Is Cooperation 


“The solution of the problems involved, 
cannot be effected by more stringent laws, 
or by continuance of strife between capr 
tal and labor, between employer and em- 
ployed, or between the public and the 
railroads. 

“There must be cooperation between afl 
those whose interests are at stake al 
an honest desire and purpose to arrive at 
a conclusion that is fair and just to all 
concerned. 

“Holders of 57,000,000 life insurance 

licies and having a vested interest @ 

1,885,000,000 railroad investments, demal 
a fair deal for the railroads, but W 
even greater claim the owners of the ft 
maining $18,000,000,000 of such securities 
whether held by savings banks, educational 
and philanthropic institutions or othet 
corporate and private investors, dem 
a fair deal for the railroads. And above 
all, the 107,000,000 people of our Ia 
who are more or less dependent for the 
needs of life, upon our transportatiom 
facilities, demand a fair deal for the 


‘ roads. 


“Can the Chamber of Commerce of th 
United States of America do more 
cient service than by supporting this 
mand in every possible way?” 


H. F. Beaver on Monday was electe® 
secretary of the home office Plico (is 
Philadelphia Life, succeeding Miss 
B. Maxwell, who has returned to 
home in Tennessee. 





